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Consistent I Dealer Profit 
Is Goal of New Sales Plan 


Promulgated by Bohannon 


Peerless President Says 


Manufacturer's 


Depends on the Prosperity of Dealer 
Organization 


LEVELAND, O., June 24.—Automotive manufacturers 
must recognize that their prosperity depends upon 

the ability of their distributing organization to operate at 
a consistent profit and assist them to this end in every way 
That is the opinion of James Bohannon, presi- 
dent of the Peerless Motor Car Corporation, who has inaug- 
urated a new distributor and dealer policy 


possible. 


adhered to by Peerless. 
Bohannon mes just returned from 






practically every gn Be 

point on the way and personally in- 

vestigating business conditions. 
From time to time he called in 


all_ of his field men and held| 


lengthy conferences with these men | 
in conjunction with factory officials. | 

As an outgrowth of these meet- 
ings and his previous research, he | 
has reached a definite conclusion | 
concerning what should be done to! 
strengthen the industry. The new 
Peerless platform is a result of this 
careful factory-dealer relationship | 
study over a period of months. 

“This is no time for quibbling 
of words,” Bohannon said. “We all 
know that business is not what is 
has been in former years. These 
are straight - from - the - shoulder 
times in which dealers have a right 
to demand a definite factory-dealer 
platform, which in the daily appli- 
cation will result in a consistent 
profit for the dealer.” 


The platform submitted by the 
Peerless president consists of the 
following fourteen clauses ‘— 

“Overproduction—Peerless is op- 
posed to any attempt to load deal- | 
ers with cars. A definite method 
of co-ordinating production with | 
current requirements prevents this 
at its source. 

_ “Dealer Contracts—Peerless be-, 
lieves in fully protecting dealer in- 
vestments and assuring their per- | 


(Continued on Page 2) 


;endar in the fall. 
;nent injunctions and damages be- 


to be rigidly 


| YELLOW TAXI SUIT 





New York, June 24.—Justice 
Lydon of the Supreme Court eor- 
dered vacated yesterday a tem- 
porary restraining order barring 
the Terminal Cab Corporation, a 
General Motors subsi 
taking over the 
sion formerly held by the Yellow 
Taxi Corporation at the Furness- 
Bermuda Line pier, North River 
at 55th Street. The court held 
that the argument heard on June 
11 had not shown that any un- 
lawful means were used to obtain 
the concession contract. 


The decision did not go into the | 


merits of the suit bréught by the 
Yellow Taxi Corporation against 
General Motors and its allied com- 
panies on May 29. That action will 
appear on the Supreme Court cal- 
It seeks perma- 


cause of alleged use of coercion by 
the defendants in obtaining not 


|} only the Furness-Bermuda contract 


but the cab concessions at Grand 
Central Terminal, 
Station and the West Shore Rail- 
road ferry. 
charged that General Motors | 
threatened the railroads and the 


(Continued on Page 2) 


Stewart Adds N ew 13-Ton 


Model Priced at $895: 


Buffalo, N. Y., June 24.—The 
Stewart Motor Corporation an- 
mounces a new 1's ton truck 
chassis at a list price of $895, | 
equipped with a _ four-cylinder 
motor 
The truck type four-cylinder en- 
gine has a bore of 3% inches and a 
stroke of 4% inches, giving it a pis- 
ton displacement of 199 cubic 
inches. De luxe light weight cast 
iron pistons are used, thus insuring 
long life. The crank shaft is 2% 
inches in diameter with large crank 
shaft bearings. Oiling system is of 
the force-feed type and is equipped 
with a Stromberg carburetor, air 
cleaner, Delco-Remy starter, gen- 
erator and engine driven distribu- 
tor. The motor develops fifty horse 
power at 2,600 r. p. m. 

A heavy duty truck type four 
speed transmission is standard 
equipment and is of the unit power 
plant type, bolting direct to the 
wheel housing of the motor. 
main transmission shaft is ite 


| 


Elliott 
heated I-beam 17,x1'4 inches deep. 
The 
aaeees are 1!. inches in diameter at 
| the 
|cross tube is 1% inches in diameter 
and 


socket joint 
|The tread is 59 inches. 
| ing arms both sides are forged from 





inches in diameter and is supported 
on annular ball bearings. Large 
sized gears are used and are made 
of a high grade alloy steel, heat- 
treated. 

The clutch is‘of the single plate 
type. 
and has a very smooth action, being 
11 inches in diameter. It is also 
equipped with a vibration damp- 
ener to eliminate noise. Molded 
facings are used, insuring long life. 

The front axle is of the reverse 
type with drop-forgings 


nickel steel spindles for the 


inside bearing. The steering 
nd is of seamlesg steel, equipped 
with a _ special design ball and 
to prevent cramping. 
The steer- 


(Continued on Page 7) 


Success 


Pennsylvania | 


The Yellow Taxi group | 


It is easily adjusted for wear | 


Offers Sales Plan 




















CAB IS VACATED. ox “Sess ar 


Car Company edad announced a 

new sales policy looking to con- 

sistent dealer profits which has 
been adopted by Peerless 


G.M. Dealer 


Finance Plan 


Meets Favo 


New York, June 24.—Announce- 
ment of the new General Motors 
dealer financing plan, which was 
published in the Automotive 
Daily News of Saturday, June 21, 
has aroused widespread comment 
here, particularly in Wall Street 
circles. Practically all the finan- 
cial leaders refuse to be quoted 
regarding this development, 
pleading necessity for a careful 


study and analysis of the practi- 
cal application of the plan. 


which has been heavilv interested 
in automotive flotations and securi- 
ties, expressed to a representative 
of Automotive Daily News the opin- 
ion that the General Motors plan 
would have the effect of immeasur- 
ably strengthening this organizz- 
tion’s dealer division. He pointed 
out that when the plan reaches its 
| ultimate goal, dealers will be re- 
moved from the danger of over- 
, extension and periods of depression. 
| This banker also pointed out that 
| the plan will make franchise in this 
company very much sought after 
and closely held. 

In answer to an inquiry, L. A. 
Miller. president of Willys-Over- 
land, commented on the idea as fol- 
lows: 

“General Motors new financing 
plan appears to be a very interest- 
ing and courageous expedient. 
Without full details concerning the 
method of dividing profits and the 
natural restrictions, it would be 
hard to pass judgment upon the 
soundness of the plan.” 








CAR MAINTENANCE 


Articles and_ special 
features on selling service 
at a profit appear in this 
issue on pages 3, 4, 7, 9, 
10 and 11. 





One member of a banking house, | 


‘of their business,” 
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MAY CAR SALES NEAR APRIL LEVEL 


_ FIRST 22 STATES REPORT 
SEASONAL DROP OF ONLY 47% 


New York, With Large Gain Over Preceding Month, 


Is Not Included; Decline From Year 
Ago Is 24. 270 


EW YORK, June 24.—With twenty-two states and th@ 
District of Columbia reporting complete new caf 
‘registrations for May, the aggregate sales are holding 


‘close to the level established in April, which is in dange® 


‘of being displaced this year as the peak month for auto- 


STUTZ CREDITORS 


ACCEPT ONE-THIRD 


Mceager 7 24.-Creditors on | 
ree ye 





agreed 
accept 35 cents om the dollar in 
settlement of claims for materials 
delivered, according to T. M. 
Simpsen, chairman of 
committee, formed 
with reorganization. 
Checks totaling $238,000 are being 
mailed to creditors. Contracts for 
undelivered materials will be car- 
oe * out at full value. 
ith this payment of $238,000, 
ona wipes out a liability of 
| $680.000 and clears the way for ne 
| structive policies of the mana 
ment,” said Mr. Simpson. is 
|action provides a splendid oppor- 
'tunity for Stutz Motor Company to 


creditors 


|go forward in the fine car field, and 


| presages continued progress by the 
| company. The management has 
| co-operated wholeheartedly with } 
|the creditors’ committee. 


To Improve 


CHICAGO, June 24.—Wide- 

spread interest and consider- 
able discussion has been created 
by the recent letter from C. A. 
Vane, general manager of the Na- 
tional Automobile Dealers’ Asso- 
ciation, published in the June 11 
issue of Automotive Daily News, 
in which he dwelt upon the threat 
of super-service stations to motor 
car dealers from a service ‘stand- 


point. 
The reaction to Mr. Vane'’s re- 
marks has taken various forms, 


some dealers even wondering if he 
was advising that they step out of 


the service field and leave it to 
|super-service stations. 
“ft do not, and would not, urge 


dealers to give up the service end 
stated Mr. Vane 
in amplification of his ideas on this 
subject. “Service departments should 
not only be profitable, but should 
also be the means of the dealer 


keeping in contact with those who 


buy his Cars. 


“At the same time there is no 
/question of the serious threat and 
competition given 
super-service stations, and, although 
I do not advise automobile dealers 
to get out of the service end, many 
of them will find this source of in- | 
|come and good will dwindling unless 
| they improve the equipment and lo- 


today by 


ication of their service departments. 


“Theoretically, dealers should do 
a better job than the super-service 
stations, They are specialists in 


| York, seers it is understood pha 





| the preceding month. 


in connection - 


the 


mobile sales. 
The total for the reporting state 


|is 133,327 registrations, as com , 
| with 139,507 for the same states in 
| April, a decline of only 4.4 per cex 













Among the missing states is Ne 


lav 


cl ’ 
a gain of about 16 per cent: 
If this 
gin holds for the entire state, 
would do much to offset any ‘des 
clines from other states. 

Despite the drop shown for t 
states reporting thus far, there 
still a good chance that the 
for the entire country in May 
show a gain, in contrast to the dr 
in May, 1929, from the precedi: 
month. 

There are only five states amo 
those reporting thus far with sal 
of more than 10,000, and the ret 
from the remaining large states 
expected to turn the tables. A 
the large states yet to be 
from, in addition to New York, a 





(Continuea on Page 2) 


Vane Urges Car Dealers 


* 

Service Depts. 
- 

the makes of cars they handle. 4 
stands to reason, then, that th 

ptcnaner of the new car would 

er to have his service work 

by the dealer from whom he bough 

that automobile. Being in a strategig 
position, the dealer should capital+ 
ize upon it instead of letting the 
advantage slip away from him. 

“Let dealers, for instance, no 
what distributors are doing to m 
the super-service station competi 
tion through street instead of alle 
locations in the back of their estab 
lishments and through the use 
the latest and best forms of equi 
ment.” 

So far as Chicago is concern 
distributors’ service stations 
out Mr. Vane's findings. Paci 
maintains a new building de 
exclusively to Service. Studebake 
and Pierce-Arrow turn over the 
huge structure on Federal Stree 
from 24th to 25th Street to serv 
and new car deliveries. The Chi 
cago Nash Company’s new buildi 
along 24th Street occupies 225, 
square feet of floor space, of whi 
190,000 square feet are given t 
service. 

Among other leading distributo 
who, like the foregoing, meet > 
Vane’s requirements for street loc 
tions and the finest equipment ma 
be numbered the Caddillac —y 
the Hudson Motor Car Company 


| Illinois, the Dashiell Motor Co 


pany, distributor of Dodge Brothe 
products, and tne Gambill M 
Bomeany, distributor of Hupmob 
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AUTOMOTIVE 
and 
AIRCRAFT PRODUCTS 


THE G & O MANUFACTURING CO., 
New Haven, Connecticut 


YELLOW TAXI SUIT 
AGAINST TERMINAL 
CAB IS VACATED 


(Continued from Page 1) 
steamship line with the loss of large 
freight shipments if the cab con- 
cessions were not taken from the 
Yellow Taxi Corporation and given 
to the Terminal Cab Corporation. 

The General Motors Corporation 
denied that coercion was used. It 
declared that the Yellow Taxi con- 
tracts at the railroad terminals had 
¢xpired when Terminal Cab service 
was installed. The Furness-Ber- 
nuda Line concession held by the 
Yellow Taxi Organization, it as- 
gerted, was merely on oral agree- 
Ment subject to revocation at will. 

Justice Lydon's opinion not only 
vacated the temporary injunction 
jssued on May 29, but voiced the 
court’s belief that the Yellow Taxi 
Corporation had failed to submit 
“facts to indicate any acts which 
establish that defendants have been 
guilty of enticing or inducing the 
employees to leave plaintiff's em- 
ploy.” ang 

The Yellow Taxi Corporation al- 
leged in its main action that its 
mplovees were being solicited to 
4foin the General Motors forces and 
sought an injuction against such 
solicitation. 

The progress of the litigation has 
been served by investigators for 
Mavor Walker's commission on taxi- 
cabs. The commission has com- 
piled data on the practices of cab 
operators serving rail and steamship 

minals and expects to make rec- 
ommendations on this aspect of the 
general taxicab problem when _ it 
submits its report to Mayor Walker 
fn July. 


‘Co 





| turers 
i**The 


(Continued 


manency by use of a_ contract 
known as ‘Continuing form.’ 

‘Territory Protection — Peerless 
believes in adequate territory allot- 
ments and the fullest possible pro- 
tection of dealer interests therein. 

“Bootlegging—Peerless is opposed 
to the trade evil known as ‘boot- 
legging,’ and is doing everything 
possible to wipe out this evil. 

“Discounts—Peerless believes that 
list prices of its motor cars shoul 
not be inflated, but should include | 
sufficient discounts to produce an 
adequate profit for the dealer. 

“Five Per Cent. Net Profit—Peer- | 
less is fully in accord with the Na- | 
tional Automobile Dealers Associa- | 
tion campaign to achieve a mini- 
mum net profit of 5 per cent. for 
the automobile dealer. 

“Profit on Freight—Peerless be- 

lieves that dealers are entitled to 
profit on their total investment in 
new cars, including freight. 
_ “Model Changes—Peerless believes 
in constantly improving its product, 
but not in radical annual model 
changes as sales expediency. 

“Price Protection—Peerless be- 
lieves in full price protection for 
dealers when sales trends indicate 
that changes in prices in current 
models will be mutually advanta- 
geous. 

“Consignments — Peerless is op- 
posed to the consignment of new 
motor cars to irresponsible or under- 
financed dealers. 

“National Buyers—Peerless is op- 


| 


| posed to factory ssales direct to na- 


tional buyers (‘except the United 
States government) on any basis 
which will eliminate dealers’ profits 
from cars used in their respective 
territories. 

“Sales Aids — Peerless believes 
that in addition to its national and 
local newspaper advertising, it 
should provide practical sales aids 
for dealers without charge. in so far 
as sound business practices will per- 
mit. 

“The Used Car—Peerless believes 
that its relations with its dealers 
should be on a basis of mutual un- 
derstanding of each loca) situation, 
rather than on blind comparative 
national figures. 

“Some of these policies have been 
points of contention between the 
automobile dealers and manufac- 

for years,” Bohannon said. 
National Automobile Deale-s’ 
Association for several years have 
been advocating dealer profits at 5 
per cent. net. Recently the Seattle 
Automobile Dealers’ Association of 


' Seattle, Wash,, passed a resolution 
; against 
;}mobiles and in giving full territory | 
| protection. 
|have manufacturers 


the ‘bootlegging’ of auto- 
recent years 
come to con- 
sider that they must share the re- 
sponsibility with the dealer in 
marketing used cars. 

“Peerless is not trying to be al- 
truistic in adopting this policy. The 
management believes that all of 
the fourteen clauses of the. vlat- 
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Nonseor—the semi-metallic 


meaning to brake lining 
unqualified guarantee. 


It is standard equipment on America’s finest cars 


it is standard replacement 
fleets. 


Nonscor is easy to apply 
and maintenance expense—allows 
a smartly controllable stop with easy pedal, under all 
climatic conditions—preserves the drums. 


—cuts down wear 


Ii is rightly called by 
man's friend”! 


use Nonscor ! 


PN BE 
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Guaranteed— 


to prevént drum scoring 


To cut down brake service trouble— 


Nenscor 


FLEXIBLE 


Mauufactured by 


UNION ASBESTOS & RUBBER CO. 


54th Avenue & 18th Street - - 
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lining—has given new 


of this 


economy—hbecause 


lining on many important 


—maintains its adjustment 


service men—"the garage 
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nsistent Dealer Profit 
Is Aim of Peerless Plan} 


from Page 1) 


, form are good sound business prin- 

| ciples, 

| “Mere words won't suffice, 

;}ers having listened to too many 
promises in the past. Policies or 
platforms mean little or nothing 
unless carried out in both letter 

|} and spirit.” 


MAY CAR SALES HOLD 
NEAR APRIL LEVEL 


(Continued from Page 1) 


| Pennsylvania, California, Massachu- 


setts, Texas, Indiana and Michigan. 

Ford registrations in the states 
reporting up to the present were 
54,197, as against 54,197 in the cor- 
responding states in May, 1929, a 
decline of less tkan 1 per cent. 
Chevrolet's registrations were 31.- 


680, as against 34,120 a year ago, off | 


7 per cent. 

Ford’s percentage of the total 
business in these states in May was 
40.6 per cent., while Chevrolet ac- 
counted for 23.7 per cent. of the 
total. 

The total sales for the twenty-two 
states and District of Columbia in 
May of 133,327 compared with 175.- 
740 in the corresponding month of 
last year. a decline of 242 ver cent. 
This compares with a falling off of 


about 25 per cent. by the same 
states in May. 
Following are the May new car 


registrations in the twenty-two 
states and the District of. Colum- 


bia, as compared with May, 1929, | 
and April, 1930:— | 
May Mav April 
1930 1929 1930 

Arkansas 1,883 2.650 2,310 
Connecticut .. 5,813 7.516 6.249 
Delaware 911 998 987 
i, arr 2,586 3.548 2,915 
ee 1,431 1,240 1.487 
pO Peer 23,046 28.836 22.415 
Maryland 4,361 5.089 5,076 
Minnesota .... 11,064 15,469 14.501 
Missouri ..... 8.756 10.631 10.784 
Montana ..... 1.519 3,181 1,302 
N. Hampshire. 1,938 2,268 1.971 
Néw Jersey... 11,728 11.487 11.784 
N. Carolina 3,315 5.105 3,370 
N. Dakota..... 1,998 3.765 2.445 
CE bc adae ses 22,146 32.734 24.780 
oo er 2,564 3,065 3.502 
R. Island ..... 2,183 3.031 2,175 
S. Carolina 1,917 2,959 1.677 
S. Dakota .. 1,862 3.114 2.050 
Utah .. = 1,300 2,560 1,626 
W. Virginia .. 4,239 4.833 4.210 
Wisconsin .... 14,492 19.827 9.571 
Dis. of Colum. 2,274 2.424 2.319 
Totals ......133,327 175,740 139,507 


CONTRACTS LET FOR FORD 
PLANT AT BUFFALO 


Buffale, June 24.—Contracts for 


$1,000,000 of work on the new Ford 
plant here already have been 
awarded. These are for filline in 
the portions of the plant site now 


under water. 
Pumps are at 
from the harbor 


work taking sand 
of Lake Evie for 


the fill and driving of piling for the 
foundations is expected to start 
future. 


in 
the near 


deal- | 














Moriarty Greets the Press 
5 


| * * 
if Cadillac Co-operates 


* * s 


Detroit Plans for Air Meet 


Fred Kingsbury—Detroit Editor 














Peer MORIARTY, sales promotion manager of the 
American Austin Car Company, and who also looks 
after the advertising of the organization, says he never knew 
before there were so many newspaper men in the country, 

and that he believes every one of them has called on him. 
He has been called upon many times a day regarding 
schedules, due to the fact that the American Austin Com- 
pany isa comparatively new organization and only showed 
its product for the first time early in the year to dealers. 
Now that the company is getting ready for public announce- 
ment in the near future, the newspaper men have been. 
getting busy. 
Mr. Moriarty formerly was identified with Locomobile 
and Pierce-Arrow in sales capacities and, while in Los An- 
geles several years ago, won quite a reputation for himself 
in writing advertising copy. 
” + + 


ADILLAC has always been very careful of its reputation 
and has been known for many years for the manner in 
| which it has built up friendship between factory and owner. | 

The other day we happened to run across a _ letter 

written by H. M. Stephens, general sales manager, to a new 
Cadillac owner which was a revelation. Although we have. 
no right, I suppose, to quote from the letter, we cannot 
refrain from letting every one know about one paragraph, 
which follows :— 
“Our interest is mutual. Our success is dependent upon’ 
‘the good will and satisfaction of our customers. You, as an 
'owner, may have some recommendations for further im- 
provement in our products. Your suggestions will be 
welcome.” 

When an organization as huge as Cadillac announces 
that it welcomes recommendations for further improve- 
ment of its products, and makes such a statement in no 
uncertain terms to one of its customers, it surely means that 
Cadillac is going to the limit to co-operate with all its 
customers. 

* * * 
AY COPPER says that Detroit is getting ready for the 
big air derby, a 7,000-mile airplane race around the 
country, which will start in the city July 21 and return 
August 2: Prize money, definitely posted at the present 
time, amounts to $36.500, and the comparatively danger- 


ous part of the proposed route to Monterey and Mexico 
| City has been eliminated. 
Capt. Frank Hawks, noted flyer, and Luke Christo- 


pher, secretary of the National Aeronautic Association, will 
be referees. 
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When the closed 


the impression 
that equally 
worthy materials 
are used through- 
out the car. 


GRAHAM SEDAN MODELS 
READY ON NEW CHASSIS 


Detroit, June 24.—Both five and 
seven passenger sedan models are 
now available on the _ 134-inch 
whee! base Grahain Specia] Eight 
chassis, it is announced by the 


ris upholstered 


° Graham-Paige Motors Corporation., 
genuine Outstanding features in the body 
design and construction of these 

;cars offer unusual beauty. room- 


iness and comfort in addition to the, 
usual sturdiness and compactness 

In the body construction an anti- 
squeak preparation rubber dough” 
is applied between contacting 
faces at all points where body 
squeaks might develop. providing a 
rubber cushion between these points 
that will remain pliable and effec- 
tive throughout the life of the ear. 


= : ils Rubber weather strins are applied 
the customer vets to the bottom edges of the doors 
~ to exclude drafts. 





LISTS OF FLEET OWNERS 
1,000 OWNING 198 OR MORE 
17.000 OWNING 10 OR MORE 
3,300 BUS FLEET OPERATORS 
Showing in almost every case the 
names of the men who control 
or influence the automotive pur- 


chasing policies. 
Separate lists tor larger cities. 


Fleet Owner List Co., 1817 B’way, N. Y. 
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WATCH CHARGES 
TO GAIN PROFITS 


Individual J obs, Not 
Volume, Necessary 
in Maintenance 


By F. J. Leyerle 
Service Manager, Franklin Auto- 

mobile Company, Syracuse, N. Y. 
(CONSISTENT profits from op- | 

erations of an automotive 

Service station are not accidental, 
no more so than they are in the 
conduct of any other legitimate 
business. 

The amount of profit is the ac- | 
cumulation of profits on individual 
charges. This thought, simple and | 
fundamental as it is, bears repeti- 
tion. Too many service station op- 
erators seem to be possessed of the 
idea that profits are the result of 
volume. It is true that a certain 
amount of volume is necessary to 
absorb fixed overhead charges, but 
beyond this volume increases the 
result. It the result of individual 
jobs is a loss, increased volume in- 
creases the size of the loss, and vice 
versa. 

Great strides have been made in 
automotive service station operation | 
to get away from the poor start that 
automotive service got as a “neces- 
Sary evil to sales.” Automotive serv- 
ice is a well established economic 
commodity, subject to the economic 
laws of demand and supply, which 
means that in order to insure suc- 
cessful operation service station 
management must assume the re- 
sponsibilities of management, just | 
as it is true in any other legitimate | 
industry. 

Profit or loss is the difference be- 
tween cost and selling price. Under 
previous methods of operation the 
service station took no responsibility | 
for either the cost or the selling g | 
price—they simply went to work/ 
and the owner paid whatever it! 
“figured up to.” The successful serv- 
ice station today assumes the full | 
responsibility of the selling price | 
and scientifically controls its costs | 
to Pg mecl carga 

A short cut answer to fixed costs | 
is not a flat rate or piece-rate pay | 
to the mechanic doing the work. 
That is not accepting the full re- 
sponsibility of management. Good 
management involves the scientific 
combining of men, materials and 
capital. To produce a commodity 
at lgwest possible cost. a flat rate 
of pmy or piece-rate to mechanics 
does not in itself fill the bill. It is 
the responsibility of management to} 
carefully study each job and opera- | 
tion in the shop, to provide equip- 
ment and tools that will turn out} 
the work in the shortest possible 
time with a standard of quality in 





keeping with the automobile ser- | 
viced 

Labor operations should not be 
left to the mechanic to decide upon. | 
That should not be his job. The 
management should provide de- 
tailed operational instructions show- 
ing the job to be performed, the 


equipment tools and materials! 
necessary to do the work with actual | 
Sequence of operations, and the 
time allowed for the completion of 
the job. Adequate supervision is 
necessary to see that detailed in- 
structions are folowed out and that! 
specified standards of quality are 
maintained 
There are 
that service 
its customers 


obligations | 
management owes to} 
or car owners. The | 
first has been mentioned above — 
that of undertaking the work at a, 
contract or pre-determined price, 
and a guarantee that the owner will 
get exactly what he pays for. The 
other major obligation of service} 
management to the customer is 
honest selling. There is a more or | 
less natural tendency on the part of 
service selling to oversell, either 
through inability to accurately diag- 
nose the trouble right on the spot, 
and there are a considerable num- 
ber of cases that cannot be defi- | 
nitely diagnosed without “getting! 
into them,” lack of patience and ex- | 
perience or thoroughness in analyz- | 
ing the trouble, or perhaps through | 
the deliberate intent to produce | 
work for the shop. Such practice us- 
ually sells a job sufficient in scope | 
to take care of anything that may | 
actually need correcting. Such prac- | 
tices do not meet the requirements | 
of legitimate selling. A true sale | 
benefits both parties to the transac- | 
tion. Obviously, where a complete | 
motor overhaul is sold when a valve | 
grinding job is all that is necessary, | 
a true sale does not exist. An hon- | 
est, legitimate enterprise does not | 
engage in other than true sales. 

In short,; maintenance of service 
station operation is a legitimate in- 
dustry. Let’s conduct and practice it 
accordingly. 


two major 


Good Tools and ‘Mechanics 


Essential to Successful 
Service Sales 


By LEE CAIN 
Service Manager Marmon Miwon 
Car Company, Indianapolis, Ind. « 
N order to build a lastang service 
business, it is necessary to render 


|prompt and satisfactory service to 


car owners at a reasonable price. 


|For this volume of service business 


to be satisfactory to the dealer, he 
must make a definite and legitimate 
profit. Rendering this class of serv- 
ice at reasonable prices to the cus- 
tomer and with a fair net profit to 
the dealer depends on several fac- 
tors in the service department, such 
as shop layout, floor space, iHumina- 
tion, supervision of mechanics, etc 
Perhaps the fost important two 
factors, however, are the mechanic 
and his tools. 
A great deal 
available from 
servicing various 


of information is 
manufacturers on 
units of standard 
production cars. There is no longer 
any excuse for lack of information 
on proper methods on the part of 
service mechanics. 

The tools with which 


a man 


|} works not only include the relative- 
| ly 


unimportant small hand tools 
which form a part of his own per- 
sonal kit, but under this heading 
must also be listed the larger tools 
or items of service shép equipment 
which are furnished by the dealer. 
It is ufireasonable to expect even 
the best of mechanics to do a satis- 


| factory. job of repair work if he is 


not provided with the proper tools. 
Inadequate equipment means not 
only inferior work which will be 
unsatisfactory to the customer and 
in the long run ruinous to the busi- 
ness, but that the cost of the work 
will be excessive, involving ex- 
orbitant charges to the customer. 
To compensate for this, the dealer 
is likely to attempt to work on a 
too small margin of gross profit and 
in the long run operate his shop 
without net profit or possibly with 
| losses. 

One of the marvelous accom- 
| plishments of the automobile in- 
dustry lies in the remarkable value 
that is given per dollar invested in 
new cars today as compared with 
the standards of a few years ago. 






‘motor design have been, they | 


Unquestionably, a dollar will go far- 


| ther in buying an automobile than 


for anything else that can be pur- 
chased at the present time. This 
greater value in new cars has been 
the result not only of increased 


| quantity production, but largely due 


to increased efficiency of produc- 
tion operation, and at the heart of 
this has been improved production 
machinery—machine tools that do 
a given job in a fraction of the time, 
and on a vastly improved plane of 
accuracy and workmanship. 


A manufacturer of today would | 


not hope to meet the competitive 
market, using obsolete tools or the 
old inefficient hand methods of a 
few years ago. The service shop 
operator is in a very comparable 
position. Realizing the importance 
of satisfactory and _ economical 
service to car owners, modern 
service shdp equipment has been 
developed which permits accom- 
plishing various service operations 
more quickly at a fraction of the 
original cost and up to a standard 


of workmanship that could not be | 
modern | 
small | 


approached with less 
methods. The owner of the 
shop is particularly prone to con- 
sider that his volume of service 
operations is not large enough to 
warrant investment in up-to-date 
shop equipment. It is true, ol 
course, that the large operator can 
go a great deal farther in special- 
ized tools, but regardless of the size 
of the shop the tool equipment 
should be adequate for the jobs un- 
dertaken. For example, there is 
no shop so small but that it is 
justified in owning good valve 
grinding equipment. Still there are 
service stations who are today at- 
tempting to get by with valve grind- 
ing methods that were in vogue ter 


years ago; result, lost profits and 
lost business. 
It is also very important that, 


after purchasing equipment such as 
valve grinders, wheel aligner, brake 
tester, pressure greasing outfit, etc., 
the dealer see that his men are | 


schooled in proper use and care of | 
the 
are 


the men 
use these 


Unless 
how to 


equipment. 
trained in 


rg. ° ‘ 
Timing Gears 
> 
Have Kept Pace! 
Big as the advancements in 
have not outstripped the ad- 
vancement in non-metallic 
gears. 
Ii you have not watched the | 
progress on timing-gear de- 


sign, you have a big surprise 
coming—particularly if you! 
examine the new Textolite 


Timing Gears. 


There is no compromise with 
accuracy in a good gear drive 
It is a token of good manufac- 
ture throughout the car. 


| yoo and soatiouatie how to care | 
for , t- so that they do not de- 


| preciate or get out of order rapidly, | 


| then nothing is accomplished in the 
| way of increasing profits or in in- 
| creased awner satisfaction and the 
| investment is made with no benefit. 
| Experienced — service supervisors 
| frequently have the experience of 
going into a service shop and find- 
ing that by neglect and abuse the 
|men have practically ruined what 
| originally was fine shop equipment. 
Let us suggest that the dealer 
consider his service shop a produc- 
tion department similar to the fac- 
tory production department; not to 
produce complete automobiles, but 
to produce repair jobs of -proper 
quality and at a minimum cost. A 
very valuable lesson may be learned 
from the manufacturer in this re- 
|gard. Adequate shop equipment will 
so vastly incrase production effi- 
cieficy that the investment and 
| study given this branch of the busi- 
ness will pay excellent dividends. 


WM. McCURDY DIES 
Evansville, Ind., June 24.—Funeral 
of the late Col. Wm. H. McCurdy. 
77, for many years head of the 
Hercules commercial car body build- 
ing enterprise, will be held here 
June 24 Col. McCurdy died re- 
cently of heart ailment, in San 
Diego, Cal., where he had resided 
since November. 


COL. 


+N, Y. TRAFFIC LAW FOR 
1930 PROVIDES CHANGES 


Albany, N. Y., June 24.—Eighteen 
changes are provided for in the 
New York state motor vehicle and 
traffic law for 1930. Copies of the 
law are now being prepared for 
Charles A. Harnett, commissioner __ 
of motor vehicles. and will be dis= 
tributed about July 1. 

Chief amendments to the law by 
the 1930 legislature are: 

Changing the regulation govern- 
ing the license plates on cars sold 
after being registered. 

Two amendments to the financial 
responsibility law. 

Refusal of a license to a person 
twice convicted of operating a,car 
while intoxicated. ‘ 

Prohibition of parking on paved 
highway outside of incorporated 
communities except in an emer- 
gency. 

Making it unlawful to stand on 


highway stopping vehicles to eit ai 


solicit rides or sell articles to the 
occupants. 

Changing of regulations govern 
ing the type headlights on motor 


vehicles. The amendment regard- 
ing the headlights provides that 
motor vehicles be equipped with § 
headlight of more than twenty-one 
candle power except when a certifi- 
_cate of approval is issued by the 
' commissioner of motor vehicles. 


—_———» 








41% 


of the Studebaker dealers 
n the United States have 
vache Studebaker dealers 
for five years...Or more. 
Numbered among them 


are many who first dis- 


| 
| 
| 
| 


played the Studebaker 


emblem over 20 years ago. 


\ 


| The unique cooperation Studebaker 
| extends to its dealers led one prom- 


inent trade paper 
| Studebaker as --- 





Studebaker dealers 
baker because the product is sound, 
salable and the treatment they receive 
| from the factory is profitable and fair. 


“stick” to Stude- 


editor to refer to 


a a a ee 


AMERICA’S 
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Where Service Belongs 


NLESS memory plays us false, it was Aesop, Greek slave 

in a Roman household of twenty odd centuries ago, who 

spun the fable of the dog and the bone. According to the 
story a dog had been off on a foraging expedition and had 
acquired a tempting bone, to which clung gobbets of luscious 
meat, and in which was a cache of highly delectable marrow. 
Having gained this morsel the fortunate canine, after the| 
custom of his kind, set off for home at full gallop. But on 
the way he had to cross a narrow bridge over a stream, and 
here he chanced to glance downward. In the clear moonlight 
he saw his own reflection in the clear water. Alas, he took 
it for another dog, also with a bone in its mouth, and, even 
as you and I, he instantly felt that the other dog’s bone was | 
even more satisfactory than the one he himself had. Opening | 
his jaws for a prodigious growl of defiance and conquest, 
our canine illustration dropped the bone he had been carry- 
ing into the water and at the same time saw the other dog 
disappear in the ripples so caused. We may only trust that) 
he went home a sadder but a wiser dog. 
Not for a moment would The Automotive Daily News| 
intimate that sales of new cars ever could become a second- 
ary matter with the automobile dealer. It is and always 








Nevertheless, | 


Uses 50-Cent Lubrication as 
A Come-On 


Lubricant at a special price serves | ne a reminder letter, anyway, : 

$3 66 9 | makes it into a sales letter as well, 
as a splendid “leader” for the ee lee offer the services of the firm to 
Smnith Company of Atlanta, Ga., and | the customer at all times. 


— in many service jobs om The services offered in these let- 
°°The John Smith Company, ie may | ters *ze, of course, timely. | A gen; 
: Yy, 1 | eral ing in the fall a 

brake any money out of its fubrica. |SPHME at an attractive price; cov- 
tion work per se. It has a standard | saspine fitting => of the "Samia in 
charge of 50 cents for lubrication. the fall for winter use: occasional 
The fact that the lubrication — |Offering of new and _ attractive 
a In new ot gener and steady | novelties, like rear and running- 
~ hanaver the John Stnith Com- te borne am mey G00 Sune ioe 
pany sells a car, be it a new one or . oP arcgpe cig bcs gas : 
an old one, the salesman takes the| Thus the very fact that customers 
new owner down and introduces him | ™ust be reminded of the lubrication 
to the manager of the service de- | Deeds of their automobile offers an 
partment. | opportunity to do steady and effec- 
While the new owner is urged 19 | SS See ; .. 

bring the car in if anything should | henever a car is lubricated, the 
go amiss, one fact is strongly im- | S¢TVice manager checks over the 
pressed upon him. 4 | things that ought to be done to it. 


| servicing, and it forms a permanent 


fae Eat | This list is filed on a regular report 
Tt is: “Bring the car back for| ord, and he himself telephones to 
the owner and tells him what ought 
to be done, how long it will take and 
what it will cost. 

Here is where confidence in the 
service department comes in, and 
officials of the company stress the 
importance of keeping that confi- 
dence. 

The minute the customer thinks 
something 


lubrication at the first 500 miles, 
and every 500 miles thereafter.” 

To aid in his memory, the service 
manager takes a look at the mileage 
and writes on a gummed tag the | 
mileage at which the car should be 
brought back for lubrication, stick- 
ing this in a prominent place on the 
windshield. 

But, lest the driver forget, any- 
way, the service manager takes his 
name and address, and fills out a 
card for him. This card shows the 
make of car, the age, the model and 
all other information needed for 


record in the John Smith office. 

About two weeks after the owner 
gets home he receives a call from 
the salesman, who asks about the 
car and finds out if there is any 
trouble or any minor adjustments 
to be made. 

The company, it might be men- 
tioned, employs twenty salesmen in 
the city of Atlanta alone. 

Each of these salesmen has his 
own territory and is responsible for 
sales in it. Each is furished every 
week with a list of new customers, 
arranged by street, to facilitate ease 
in calling. And the salesmen 


|that you are finding 
wrong with the car just to do a job! 


on it, they say, you are minus a cus- 
tomer. 

The service department ought to 
try to save its customers money, just 
as much as it tries to make money. 

Getting customers to return at 
regular intervals for lubrication in- 
creases their confidence each time. 

At the same time it is profitable 
to the company. For the average 
amount spent per return is around 
$5. Some trips, of course, will mean 
not a penny spent. But others will 
bring “$20 or $25. The average of $5 
a visit makes lubrication worth while. 


A. SCHRADER’S SONS 
ADVANCES UNDERWOOD 


Brooklyn, N. Y., June 24—A, 
| Schrader’s Sons, Inc., manufacturers 
|of Schrader tire valves, tire gauges 
|and accessories, announce that Ar- 
| thur G. Underwood, who for several 
| years was manager of accessories 
| sales, has been advanced to the po- 
|Sition of assistant sales manager. 
| Mr. Underwood in his new capacity 
will co-operate with Roy L. de 
Brauwere, assistant secretary and 
sales manager of the Schrader com- 
pany. 





JACKSON OF FRANKLIN 
JOINS SYRACUSE DUCO 
Syracuse, N. Y., June 24—S. R. 
Jackson, for the past twenty years 
identified with the H. H. Franklin 
Manufacturing Company, has joined 
the Syracuse Duco Company in an 
executive capacity, with headquar- 

ters at 319 North West St. 














utilize this list not only to find 
prospects, but to keep check on the 
old ones and see that they receive 
service. e 

Each day a certain number of 
sales are made. Each day, therefore, | 
some months hence, there are a| 





will be his first reason for being in business. 
the dealer has got to learn that he is in the business of sup- 
plying automotive transportation and that his job has merely 
begun when he sells a new car to a client. This year there 

are approximately 27,000,000 motor vehicles in this country | But there is still a large majority 
which require maintenance operations of every degree, from | ar will ae. eames in of themselves. | 
fueling to rebuilding. Unhappily and for various reasons! mont soe. Over ‘the eavice depart: 


jcertain number of customers who) 
|; ought to have their cars lubricated. 
| Sometimes they come in voluntarily. 
| There is a growing list of customers | 
|who need not be reminded of this. | 















} Rubber Shock Insulators 


iment goes over the cars, sees who 
|should have come in for lubrica- 





meh 


the-automobile dealer has very largely allowed this tremend- 
ous volume of maintenance business (it will total between | 
$8,000,000,000 and $10,000,000,000 this year) to slip out of | 
his shop, where it rightly belongs. Can you wonder that we) 
compared the dealer to a dog which dropped a particularly | 


tion, but didn’t, and sends these a | 
special letter. 

Direct mail advertising is not a/| 
monthly or even a weekly proposi- | 
tion with the John Smith Company. 
It is a daily part of the firm’s op- 














Solve Three 
Spring Shackle Problems: 





juicy bone? And if the analogy had been exact he would eration. For, since it must send 
have seen a rival canine snap it up and gallop away with it. | | eee , 
The bitter part of the whole performance is that the. } - Lubrication 
automobile dealer is the proper person to handle maintenance | COMING EVENTS 2. Adj : 
; justment 
for his owners. It cannot be questioned that the dealer. sum 3W 
?. ear 


handling any given make of car is best able to care for that 
particular make and keep it operating efficiently on the most | 
economical basis. The independent repair shop, from its very | 


23-26—San Francisco, Cal. Meeting Amer- 
ican Electric Railway Association 

23-27—-Atlantic City, N. J. American So- 
ciety for Testing Materials annual 
meeting at Chalfonte-Haddon Hall. | 


Spring movement and shock is taken up 
by the natural resilience of the rubber 


nature, is compelled to deal with a score of different makes | 26-28—White Sulphur Springs, W. Va. | 
a: he P teel Founders Society summer ° ° ° 
and endless models. It cannot specialize in any one make. convention. block in which the spring ends are 
29-July 13—Posen, Poland. Internationa) | 


Its mechanics cannot be trained as specialists in one line; 
they must know something about all makes, and this prevents 
the development of the specialized skill that is needed today. | 
No car owner would take a Cadillac into a Ford service sta- 
tion for repairs, nor 2 Ford into a Cadillac shop. The Chev- 
rolet owner who took his car into a Hupmobile dealer’s serv- 
ice department or the Hupmobile owner who patronized a) 
Chevrolet merchant’s shop would simply be following the line 
of greatest resistance. Every one of these service depart- | 
ments would probably be admirably run, could no doubt make 
satisfactory repairs, but each would lack the specialized 
knowledge and equipment that would enable it to do the work 
in the shortest and most economical way. 

Certainly no one could say that there are not independ- 
ent rejair shops which do not do excellent work, but in the 
ultimate analysis the specialist is bound to be the most effi- 
cient. The logic of the situation demands that the dealer 
handling any given make of car shal! be the person to give 
that make the maintenance it requires. Every automobile 
manufacturer today supplies his dealers with special] tools, 
with :service instruction, with approved parts, with every 
other sort of help to make his service department efficient. 
Be they ever so well run, the independent shops are under a 


Motor and Transport Show. 


* AUGUST 
26-28—Chicage, Ill. Society of Automo- | 
tive Engineers aeronautic meeting 
in conjunction with National Air 
Races 


SEPTEMBER 


22-26—Chicago, Ill. American Society for 
ot Treating meeting at Stevens 


Hotel. 
29-Oct. 4—Pittsborgh, Pa. National Safety 
Council Annual Safety Congress. 


OCTOBER 
2-12—Paris. France. Automobile Saion. 
6-11—Washington. D. C. Sixth Interna- 
tional Road Congress 
6-11—Washington, D. C. American Road- 
builders’ Association Convention. 
$- 9—Detroit, Mich. Society of Automo- 
tive Engineers production meeting 
at Book-Cadillac Hotel. 
22-24—Pittsburgh, Pa. Society of Automo- 
tive Engineers’ transportation meet- 


ing. 
16-25—London, England. Olympia Motor 
Show 


NOVEMBER 

6-16—Berlin, Germany. (internationa) Au- 
tomobile Show. 

8-15—Chicago, 
Drake Hotel. 

10-14—Cleveland, O. Motor and Equipment 
Association Show 

17-21—Cleveland, O. National 
Parts Association Show 

30-Dec. 6—New York. Automobile Salon at 

ote] Commodore. 


Automobile Salon at 


Standard 





movement 


equipment 
are shown 





no adjustment. 
of the rubber block takes up whatever 


RUBBER SHOCK INSULATOR 
CORPORATION 


BRIDGEPORT, CONNECTICUT 


Rubber 


housed. Lubrication cannot be neglected 
because there 
adjusting is not needed because there is 


is no lubrieation .. . 


The natural resiliency 


there is. Sliding friction is 


eliminated so there cannot be any wear. 


Rubber Shock Insulators are standard 


on the cars whose emblems 
at the left. 


co 


an ASSOC TE 
COmPaRY OF 

” 
Cram Caner ay me 
we busemas: 


for Neonat Safety 


ies ‘ ” ‘ ‘ " > , ; . DECEMBER } 
handicap compared with the dealer handling one or two lines | . 1, prussets, Bolede Automobile Rx- 
and those only. This of course does not refer to the spe- nibiticn. DY B c i) A. U| a DB) AS 
cialty shop, brake service, body service, etc., etc., maintained | re JANUARY , 
» unit manufacturers for the servicing of their product.) * sfdw. %°™ Nations! Automobile 


b 
‘Lrese are in effect compliments of the dealer’s shop. 


ow. 
24-31—Chieago, Il. National Automobile 
Skew. 
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PHILADELPHIA'S 
PARTS BUSINESS 
ON UPWARD SWING 


Some Houses Report 
Gains Over a Year 


By K. H. LANSING 

PHILADELPHIA, June 24. — 

Sales of automotive replace- 
ment parts, equipment and neces- 
sities are reported fair at this time 
by jobbers, and in some cases 
there has been an upward swing 
in the activity of machanical shop 
service. Orders in general are 
characteristically small, although 
repeat orders are not infrequent 
along some lines. 

A few houses report increases, 
from slight to good, over sales com- 
pared with a year ago, but this is 
not the prevailing situation. Not 
many wholesalers are taking on new 
lines at present, but there is ap- 
parent a general spirit of encourage- 
ment throughout the trade. Just 
now, where sales are at all brisk, 
it is in a few groups only, not ex- 
tending to the general line of mer- 
chandise. Some specialties are sell- 
ing at a satisfactory rate. Credits 
continue to be mosé carefully con- 
sidered. 

Following are reports on the 
situation from leading jobbers, or 
their sales managers: 

J. H. McCullough & Son, 1248 
North Broad St.: “Sales are in fair 
shape here. Items pertaining to 
lubrication are selling at this time 
= as well as anything in the 

e.”’ 

Gaul, Derr & Shearer Company, 
16th Street and Fairmount Ave.: 
“Business is fair, but thus far for 
the month has not reached the sales 
volume of the corresponding period 
of last year. Grease guns and other 
merchandise in the lubrication field 
are among the best selling articles 
at present.” 

Casanave Supply*Company, 2028 
Sansom St., automotive division: 
“Trade is just fair, and not quite 
up to a year ago. The best moving 
stocks at the moment are heavy 
shop equipment and chemicals.” 

George W. Nock Company, 712 
North 16th St.; “Our business is 
showing quite a little stimplation 
in some respects. While customers 
are holding back on sizable orders, 
and are buying only needed mer- 
chandise in required quantities, we 
find a rather ‘steady demand for 
certain items in the line, such, for 
example, as Manley equipment, 
Simplex piston rings and McQuay- 
Norris parts. The general demand, 
however, is conservative and not up 
to that of last year. The outlook 
is very hopeful.” 

Berrodin Auto Supply Company, 
713 North Broad St.: “Sales are 
good. Best sellers include batteries, 
spark plugs and lubrication items. 
Lines recently taken on are Stop- 
fire fire extinguishers and Arco 
lacquers.” 

Roberts Auto and Radio Supply 


Company, 17th and _  Callowhill 
Streets: “Business is fair, with no 
particularly outstanding items at 
this time.” 

Philadelphia Motor Accessories 
Company, 3129 North Broad St.: 
“General accessories are _ selling 


best, just now, but no one group is 
especially in the lead. The -sales 
volume is smaller than a year ago.” 

Swain-Hickman Company, 3519- 
3523 Lancaster Ave.: “While busi- 
ness is about 9 per cent. ahead of a 
year ago, it is spotty, up one day 
and down the next. Our hourly de- 
livery service plan continues to 
work out very satisfactorily. Me- 
chanical shop service and the sale 
of ball bearings are leading at 


present.” 

E. P. Rotzell Company, 1627 
Fairmount Ave.: “We are having 
fair business, but individual orders 
coming in are small, The sales 
leaders now are piston rings and 
brake lining.” 

Parts Service Company, 5217 
Haverford Ave.: “Our business is a 
little ahead of last year, about 10 
per cent. We are doing well, but 
the addition of a salesman to our 
staff is one reason for a _ better 
sales volume than this time in 1929. 
In the line of shop service, we are 
working on the smaller jobs. Addi- 
tions made recently to lines of 
stock are Belden cables, Bonney 


wrenches and P D ignition points.” 

Frank C. Hornbeck, 321 North 
15th St.: “Our sales volume is just 
a little better than it was at this 
year, Best selling 


time last 





items / time. 





: Editor's 





Column 





HE parts jobbers west of the 
Mississippi are particularly 
prosperous this year, according 
to Tom Duggan, merchandising 
service director of the N. S. P. A., 
who recently returned from a six- 
month trip through most of the 
states in that section, 

He found that a large percentage 
reports increases over a year ago 
and they are expanding their 
stores, opening new branches, and 
in every manner demonstrating 
their optimism. 

An important facter in the steady 
growth of the replacement parts 
business in the West is an increased 
mileage per year per car, as indi- 
cated in increased gasoline con- 
sumption per year per car, due to 
improved roads. This means greater 
wear, and as a result, more main- 
tenance business. 

One of the most successful of re- 
cent meetings at which Mr. Duggan 
has assisted was staged in Boise, 
Ida. In that city of some 12,000 per- 
sons, located in a rather sparsely 
settled territory, a crowd of 325 re- 
pairmen, car dealers and other 
members of the trade turned out. 

Two days later, in Salt Lake City, 
Utah, another very successful trade 


—_——— 


SUPPLY AND SERVICE 
MEN OF DALLAS, TEX., 


ORGANIZE FEDERATION 


Dallas, Tex., June 24 (UTPS).— 
The Automotive Supply and Service 
Federation of Dallas has been or- 
ganized by representatives of all 
lines of the industry. The offices 
are maintained with the Chamber 
of Commerce, and will conduct a 
service activity and serve as a 
clearing house of pertinent informa- 
tion to all lines of the business here. 
It is said some 800 concerns are 
now, or will be, affiliated with the 
new organization. Another function 
of the organization will be to look 
after the labor end of the business 
to stabilize that section. Reports of 
credit, debts, etc., will be available 
for the dealers, jobbers, service sta- 
tions, men, battery men and tire 
dealers. 

L. W. Barnett is president of the 
organization, W. W. McVlellan vice- 
president and L. K. Autry recording 
secretary. The directors are R. H. 
Mitchell, automobile repairmen’s di- 
vision; G. A. Robinson, battery 
men’s division; F. B. Ellerson, auto- 
motive jobbers’ division; E. 
Sullivan, service station division, 
and F. J. Farrell, A. C. Garrison 
and Sam Kyle, directors at large. 


NORTHERN AUTO SUPPLY 
OPENS NEW BRANCH 
Point, Wis., June 24.— 
The Northern Auto Supply Com- 
pany of Marshfield, whoiesale 
dealer in automobile supplies and 
accessories, garage equipment and 
new replacement parts, has opened 
a branch in this city. The terri- 
tory to be served will extend south 
to Portage, east as far as Neenah 
and north to Rhinelander, accord- 
ing to E. M. Lee, president of the 
company. The concern has been in 
> rr for twelve years in Marsh- 
ield. 


Stevens 


HERCULES MOTORS NAMES 
LONDON DISTRIBUTOR 
Canton, O., June 24.—The Hercules 
Motor Corporation, this city, has 
appointed the Automotive Products 
Company, London, England, as sole 
distributor for Hercules motors and 
power units in Great Britain and 
Continental Europe, exclusive of 
Russia. 


SAILS FOR EUROPE 
Philadelphia, June 24.—George B. 
Shearer, Jr., president of Gaul, 
Derr Shearer Company., automotive 
wholesalers, has sailed for Europe, 
to be absent on a sojourn of six to 
eight weeks. 





include fenders and 
boards.” 

Havas & Shields Company, 2209 
Fairmount Ave.: “Our division of 
shop service is the only one that is 
especially active right now. Busi- 
ness otherwise is quiet, with custo- 
mers purchasing only what they 
need for immediate use.” 

Sayer, Hay & Co., formerly R. S. 
Sayer, Jr., 1522 Fairmount Ave.: 
“Business, on the whole, has been a 
little slower since April, but it is 
fair. Trunks, trunk racks and Fisk 
tires are our best sellers at this 


running 


meeting was held and was attended 
| by approximately 300. 

At Denver, Col., a dinner meeting 
was well attended, at which time 
| the green sheet credit plan and the 


carme up for discussion. It is the 
| plan to put the green sheet plan 
into use in that territory as the 
| first step in an attempt to elim- 
|} inate some of the expensive proc- 
| esses of merchandising replacement 
| parts. 
| Two hundred and forty attended 
| the trade meeting sponsored at 
| Falls City, Neb. 
| Concluding the trip, Mr. Duggan 
|} addressed the Engine Rebuilders’ 
| Association Convention at Chicago, 
| outlining the progress made in this 
division of the automotive industry 
and discussing the “debunking” of 
the automotive replacement parts 
and engine rebuilding business. 
Gatherings such as those attended 
by Mr. Duggan are essential to the 
jobber and his trade. There is no 
better method of showing good will, 
ironing out problems and showing 
new items. Clinics, exhibits, dinner 
gatherings are as essential to the 
dealer as salesmen’s meetings are 
essential to the jobber. 





PENNSYLVANIA PERMITS 
USE OF 32-POWER BULB 


Philadelphia, June 24.— Since 
Benjamin G. Eynon, commissioner 
of motor vehicles at Harrisburg, has 
announced that thirty-two-candle- 
power bulbs may be used in auto- 
mobile headlamps, houses selling 
them report a good demand there- 
for. For a number of years bulbs 
of more than twenty-one candle- 
power had been illegal. Seventeen 
states, within the past few months, 





thirty-two-candlepower bulbs. 

The change in candlepower now 
permitted in Pennsylvania was ap- 
proved by the third national Hoover 
conference. 


CASCO OFFERS REDUCED 
PRICES ON LIGHTERS 
Bridgeport, Conn., June 24— 
The Casco Products Corporation 
offers greatly reduced prices on 
Vis-O-Lite wireless cigar lighters 
No. 480 Onyxoid and No. 530 Bake- 
lite. The No. 480 old list, $4. New 
list $2.50. No. 530 old list, $3. New 
list, $1.75. There has been a slight 
change in design on the heads of 
these two lighters (now using a 
one-piece head), and a _ radical 
change in the switch assembly. 
Contact is now made at three points 
by a friction sleeve, with a second- 
ary contact point at the base of 
this sleeve—so that failure to con- 
tact by corrosion or other cause is 

completely done away with. 


GOODRICH OPENS NEW 
STATION AT DES MOINES 


Des Moines, Ia., June 24.—Good- 
rich Silvertown, Inc., opened its 
new one-stop master station at 
8th Street and Grand Avenue, with 
F. L. Bruington manager in charge. 
During the afternoon an airplane 
showered the business district with 
| souvenirs and announcements of 
the opening, and visitors were pre- 
sented with mementoes of the 
occasion. P. A. Adams, operating 
manager, and J. N. Dukehart, city 


salesman, are in charge of the 
corps at the station. J. A. Hoban, 
Chicago, zone manager; A. W 


Dewar, zone supervisor, and H. Ww. 
Clark of the Akron Advertising 
company attended the event. 


RADTKE NAMED SALES 
HEAD ON PACIFIC COAST 
Canton, O., June 24—WéAlter F. 
Radtke has been named Pacific 
Coast sales representative for the 
Hercules Motor Corporation here. 
He formerly represented the cor- 
poration in the mid-continent states 
and his offices will be located in the 
newly opened Hercules suite in the 
Russ Building, San Francisco, Cal. 
The corporation has also opened an 
office in the Mayo Building, Tulsa, 
—_ R. J. Scott will be located 
ere. 


JOBBER OPENS NEW BRANCH 
Dallas, Tex., June 24 (UTPS).— 
The Mountjoy Parts Company, au- 
tomotive jobbers, of San Antonio, 
have opened a branch house at 
Corpus Christi. The branch is lo- 
cated at 725 Leopard St. This com- 
ny also maintains a branch house 
Houston. 





| Subject of co-operative deliveries | 


have sanctioned the use of the) 


WHEELS, INC., APPOINTED 
N. Y. FIRESTONE STEEL 
PRODUCTS DISTRIBUTOR 


New York, June 24.—The Fire- 
stone Steel Products Company an- 
nounces the appointment of Wheels, 


Incorporated, 835 llth Ave., here, 
as New York distributor. The firm 
wili handle’ the complete line of 
Firestone rims, bands and parts, 


and is equipped to give quick and 
complete service on truck change- 
overs. 

Wheels, Inc., recently purchased 
the inventories and equipment of 
Jacob Mattern & Sons, New York, 
and Mattern Wheel and Rim of 
Newark. The firm will continue to 
operate their general office at 630 


branch at 137 West 56th St., as well 
as the branch in Newark. 

George A. Mattern, treasurer, and 
active head of Jacob Mattern & 
Sons, Inc., and son of the founder, 
is retiring from the wheel and rim 
| business in order to allow more 
time for his other extensive in- 
terests, 


T. S. CAWTHORNE TALKS 
ON HIS RECENT TOUR 


Newark, N. J., June 24.—The For- 
eign Trade Club of Newark, which 
is affiliated with the Chamber of 
Commerce, held its luncheon meet 
ing at the Down Town Club. The 
principal speaker was T. S. Caw- 
thorne, export sales manager, Wes- 
ton Electfical Instrument Corpora- 
tion, who recently returned from a 
business trip to the principal Euro- 
pean countries and the United 
Kingdom. Mr. Cawthorne talked on 
“Trend of Business in Europe and 
the United Kingdom.” 

Recommendations were also made 
by the program committee of the 
| club, embodying plans for the fall 
meeting, which will begin in Sep- 
tember. 

Paul E. Heller, president of Hel- 
ler Brothers Company, chairman, 
stated that the booklet which the 
club recently prepared for distribu- 
tion throughout the world, adver- 
tising Newark and its*pffoducts, is 
resulting in many inquiries from 
foreign purchasers regarding Newark 
made goods. ' 


MID-CONTINENT PLANS 
NEW WESTERN DIVISION 


Lincoln, Neb., June 24.—A new 
Western division of the Mid-Con- 
tinent Petroleum Corporation, com- 
prising all of Nebraska and adjacent 
sections of Iowa, Missouri and Kan- 
sas, will be established, with head- 
quarters in this city, early in July, 
et to the announcement of 
L. V. Surtees, manager of the North- 
ern division. The investment in 
filling stations of the corporation, 
|which has home offices in Tulsa, 





| Okla., amounts to about $700,000 in | 
is to) 


ithe Western division, which 
be formed of portions of the North- 
‘ern division, headquarters at Water- 
|loo, Ia., and the Eastern division, 
{headquarters at St. Louis. Mr. 
Surtees expects the total investment 
in the new division to amount to 
$1,500,000 by the first of next year. 

The headquarters here will be 
comprised of about fifty persons. A 
large warehouse at St. Joseph, Mo., 
will be under jurisdiction of the Lin- 
coln office, which will have charge 
of retail distributon and wll take 
care of accounts and finances in the 
new division. Mr. Woods, assistant 
auditor of the Southwestern division 
at Tulsa, will become chief auditor 
and office manager here. 


WHITAKER BATTERY ADDS 
NEW CABLE ASSORTMENT 


Kansas City, Mo., June 24.—The 
Whitaker No. 22 assortment of au- 
tomotive cable with merchandiser 
is the latest addition to the 
Whitaker line. It include five 100- 
foot spools of popular cable for 
general automotive and electrical 
service. This is a product of the 
wanane Battery Supply Company 

ere. 

A handy wall rack, or merchan- 
diser, 19 inches long, 7% inches high 
and 4 inches deep is_ included 
free. The rack will carry at least 
five spools, or 500 feet of Whitaker 
automotive cable, and has a list 
price of $20.15 and a dealer’s price 
of $12.09 

J. V. WILSON CO. TO MOVE 

Boston, Mass., June 24—John V. 
Wilson Company, wholesalers in 
automotive equipment, parts and 
accessories, will remove August 1 
from 74 Brookline Ave. to 566 





Commonwealth Ave. 








West 52d St., and will operate the | 


A profit on sales 
A profit on servicé 


Wauy pick crabappleg 
when there are melons to 
be had? G.P.A. gives you 
a substantial profit on thé 


A 


vicing ... and a chance to 


sale . . . it gives you a 
profit on the initial ser- 


sell other services as well, 
1,600,000 motorists used 
glycerine anti-freeze last yeaty 
ever befora, 
back again 


more than 
They'll be 
this year . . . bringing thely 
| friends with them. Write for 
theG.P.A.dealer service mane 


a 





‘ual. It costs us money 


but it’s free to you. 





G. P. A. Radiator Glycerine : 
has been carefully tested and | COMTEST BOARD 
is approved by the American ene J 


Automobile Association. 


GLYCERINE PRODUCERS’ 
ASSOCIATION 
45 EAST 17ch STREET, NEW YORK CITY 


The following are makers of 
G. P. A. Radiator Glycerine: 


ARMOUR AND COMPANY Lever BROTHERS 


Bsacu Soap COMPANY COMPANY 
COLGATE-PALMOLIVE- THe Procrer & 
Perr COMPANY GAMBLE Co. 


Harwey Soar ComPANY: JOHN T. STANLEY Cog 





James S. Kirk INC. 
& COMPANY Swirr & COMPANY 
KupkMAN & SON ALLEN B, WaususwOQ, 
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Detroit Dealers Work- 
-ing Hard; Philadel- 
phia Trade Brisk; 
Indianapolis An- 
ticipates Steady 
Fall Business; Bos- 
_ ton Reports Pick- 
Up; Material Gains 
in Dallas. 


Special from A. D. N. Detroit Bureau 


ETROIT, June 24.—Chevrolet 
and Ford dealers have held 
their own during the past week as 
far as sales are concerned. Dealers 
in this class of automobiles are 
working hard and this work is 
shewing results all along the line. 


There has been no boost in the profitable and encouraging, is an- readily dispose of them, and they 

tendency to trade, which is being ticipated by Chevrolet dealers |OMly add to the dealers’ inventories We will We will 

carried on on a most conservative ; th toxty-three eentesl tn- and difficulties in selling. Used lille Ae ae dill clits all te staain tities 
i 9 . : |cars are going slowly, but our stocks : IN THE $4.00 JOB. PLUS THE For 


One of the largest Chevrolet 
dealers in the Detroit district told 
the writer he had turned down 
twelve new car sales in the last 
ten days because he absolutely re- 
fused to make allowances on trade- 
ins at anywhere near the figure the 
owner demanded, and that he had 
made money by refusing to accept 
these sales. 

This seems to be the state of 
mind of most of the dealers in this 
price class and presages a fine con- 
dition in automobile merchandising, 
far different from that prevailing 
five or siX years ago. 

Ford and Chevrolet dealers are re- 
porting excellent business in their 
service stations. 
spring months many owners neglect- 
ed their cars and are now being 


: lared, stocks were barely over a| : 

forced to have them put in shape. re ae : z |sales as very good, with demand 
There also is being considerable re- ‘€%-day supply with factory de-| ion: up to production. The used MO i ORS Inc 
liveries, which come into the In- | car report will not be ready until 9 e 


finishing work done and paint shops 
are busy. 

At present there is more house-to- 
house canvassing being done by 
Chevrolet and Ford salesmen and 
this is expected to show results in 
the near future. In Detroit, espe- 


jally, no stone is bei left un- ) . s say: “ . 
turned to Gemese pasinees in the Well tmeughout the spring selling oy yw. bay BR nd PHONE ORANGE 
so-called low price field. season, although there has been a " ies a ay. | 3-0088—3-0089 
slight falling off from last year, COMPared exactly, car for car, with | Pad 
’ perhaps not exceeding 10 per cent. the previous Week, while the month saat nla otlnlscotie ’ . 
Prospects Bright Two factors might be cited as| to date this year is slightly better | HERE IS AN OPPORTINITY TO 
HILADELPHIA. June 24.—The #Ving contributed to the Chrevrolet than a year ago. Used car stocks | FEST OUR BRAND OF SERVICE 
pe e ageae iate mye new car sales decline in this terri- | #7 moving very slowly. If we could 
Philadelphia territory is re- tory: first. the carrving over at the | handle big cars on trade-ins, we 


ported by thé Ford Motor Com- 
being 


a 


During the early | 


off selling at a rapid tempo for 
a few days and then follows a slack 
period of about the same length. 
Dealers are doing, no complaining, 
however, as sales remain fair, if not 


entirely up to expectations in some | 


localities. 

Some dealers profess to see the 
beginning of a 
in truck sales, which they expect 
to steady down considerably in the 
next fortnight. 
ing in at a rather steady flow from 


some industries in which Chevrolet | 
are outstanding. | 


commercial cars 
In other respects there is not much 


of a change since a week ago in| 


the Philadelphia and adjoining 


areas. 


No Big Upturn 


[NDIANAPOLIS, IND., June 24. 

—A steady fall business with 
no big upturn, but with a level- 
ing off that will prove both 


diana counties, composing the In- 
dianapolis zone, according to J. 
H. Winn, assistant zone manager. 
Chevrolet, it was recalled, was 
the leader in the movement early 
this year in giving factory backing 
to dealer campaigns to clean out 
excessive used car stocks, a drive 
which is credited very largely with 


having brought used car values to) 


present high standards. Factory 
supervision of reconditioning second 
hand mechandise has also done 
much to lift the used car in the 
public’s estimation, with the result 
that stocks of used cars are con- 


siderably less than at the a S| 
r. | 


the buying season last year, 


Winn said. 


In the new car division, he de- | 


dianapolis zone from the Norwood, 
O., assembly plant, arriving stead- 
ily, but only as ordered by the 
dealer. In other words, there is no 
effort on the part of Chevrolet to 
crowd cars on dealers and Chevro- 
let sales have held up particu!arl: 


first of the year of a material stock 


more even period | 


Inquiries are com- | 


tinued Sales Gain in Chevrolet and Fo 


! 


Gain in Boston 


OSTON, Mass., June 24. — 
Business in new Chevrolet 
| cars in the Boston metropolitan 
district during the past week was 
better than the week previous. To 
the end of the period, from Janu- 
ary 1 to June 14, Chevrolet dealers 
in the metropolitan district had 
sold 2,321 passengers cars, as 
against 2,304 for the same period 
last year. Figures for the week 
ended June 21 are not yet. made 


up. 
“All our dealers are making 
| money,” says the Chevrolet district 
| wholesale sales manager. We have 
|gotten the dealers down to rock 
|bottom on expenses, and they are | 
|making more money on their gross | 
|business than last year at this time. | 
We are sacrificing dubious buyers to | 
|get profits, and all sales are now 
‘good, clean deals and_ excellent 
'eredit risks. We have shut down 
'on trading big cars, for we cannot 





in dealers’ hands are the lowest 
they have ever been, and at le st 
twelve of our dealers have shown 
jan increased business for the week 
{because of their low stocks of used 
|cars. We are keeping current stocks 
|of new cars down to twenty days’ 
| supply. On June 1 jast year thirty- 
seven dealers in the metropolitan 
territory carried a tota) stock of 
1,496 used cars. This year. on the 
same date, they had only 1,292 on 
hand. and since then the inventory 
|has been considerably decreased, 
even against additional trade-ins. 
This year our dealers are — a 
oss profit on used cars for the 
irst time, and are maintaining a 
| happy mediufh between volume and 
| profits.” 
The Boston Ford branch reports 


|the end of the month, but salt of 
‘new cars for the first five months 





of this year are 7,000 units, or 15 
per cent. ahead of those for the 
same period last year. 


, 


Lalime & Partridge, Ford retail- | 


could double our business, but used | 
car buyers cannot afford them and | 


and Ford Reported 


Ford Dealer Boosts Service 


. Department With ‘Specials’ 





Appreciate The Joys Of 
Summer Motoring— 


HENSCHEL offers Special Prices on 
Servicing Model “A” Fords 


| MODEL “A” FORD OWNERS!! 


To Prepare Your Car for Summer Driving, We Offer the 
Following Service at Special Prices till July 15: 


For $4.00 For $7.50 


SPRAY SPRINGS WITH GRAPHITE 

INSPECT AND REFIL]. BATTERY 

DXAMINE GENERATOR 

“LEAN POINTS AND ADJUST GAP 
oN DISTRIBUTOR 

‘DIVEST CARBURETOR 

*DIUET ALL LIGHTS 

ADJUST SERVICE 
GENCY BRAKES 

SBIUST SHOCK ABSORBERS 

THECK WHEEL ALIGNMENT 


hh ere me SR OB) 


LOWING 

ADJUST AND REFILT. SHOCK AB 
SORBERS WITH FLUID 

INSPECT STEERING GEAR 

TUNE MOTOR (INCLUDES CLEAN 
ING SPARK PIAIGS. POINTS 
CHECK TIMING OF MOTOR. PN 
SPECT FOR CARBON) 

CLEAN GAS LINE AND SEDIMENT 
BULB, ALSO CARBURETOR 

INSPECT IGNITION AND LIGHT 
WIRING, ALSO BULBS 

TIGHTEN ALL BODY AND CHASSI® 
BOLTS AND NUTS 
(The reguter price of thie service be 48 58 


AND EMER. 





+The vegeta prew 


The ubeve dues net imeclude parta, bei dors include grease, and all missing bolic and 
nuts, ete. 


HENSCHEL 





83-89 MAIN STREET 
WEST ORANGE 


Largest Authorized 











< y « ¥ nete De . 
Pitittactorily active ai this time f 1929 models. and. second. the il] have th dits ¢ 
in the sale of new cars, although SOncentration by majority of the) Wi) not have tem. Credits are | ‘ 
trading is still considerably spotty. dealers, as well as the zone executive | 200d. as we are conservative in our ; 
In general the dealers are doing staff, on the cleaning up of used deals and look up customers very 
well with their sales volume and  °@"S- ; carefully, Repossessions in a year 
fer the first period of June, sales 4 Also ty leader in the junking plan,! wouki run only about a half dozen 
and deliveries are ahead of the Chevrolet has been responsible for Trucks are showing more activity | 
corresponding figures a year ago. the removal of several hundred cars than for some time, the general de- | \ : ea er 
Prospects for the month are con- ol this type from service this year,| mand being on the stake body. with | 
sidered very bright. with prospects of a further thinning | the smaller ones in fleets for pick- 
The usual spring demand for pol the undesirables during suc- | up business. the favorites being the t . 
used cars has helped dealers in the one 7 ones _anetion sales were | open and panel bodies. A consider- | | OF ESSEX CO UNTY 
territory to keep these stocks low jo 2 i Minn yy ~d Gealers. pene able business is shown in the stake- | 
and the rapid turnover is prevent- joo. oni. sy St Used Car SiUa~ | body platform truck.” 
jng any accumulation. ions which had deprived them of _s 
It develops that not only did the ~~ Car Sualnees. - : ENSCHEL MOTORS. Inc.. Ford absorbers, checking wheel align- 
opening of the permanent Ford ieee _, Comatinn the zone Not Overstocked dealer of West Orange, reports , nt. ee 
truck display in the Ford Motor <° ors See Savery 2) a June 24 (UTPS a big increase of businese in its | The $7.50 special, said by Hens 
Company's Philadelphia _ building, its parts warehouse and office build- The Ford ex., June 2 AU TPS) —/|§ ig crease 0 usiness in its to cost $13.50 regularly, covers all of 
at Broad Street and Lehigh Avenue, i128. 1 developed, according to Mr Pe — 4 plant at Dallas is on aiservice department through its|tne operations in the $4 job, plus 
eks’ vacation. Production. | method of advertising specia] jobs. | adjusting and refilling shock ab- 


coincident with National Ford 
Week. serve to draw large crowds, 
resulting in the placing of a con- 
siderable number of orders for these 
units in varying styles of bodies, 
but a gratifying number of new 
Ford passenger cars also was sold 
through the display on the floor of 
fifty of the new models covering 
all types. Many of those who called 
to look over the trucks the first 
week have since returned and some 
have placed orders. The attendance 
during the week was large and the 
dealers have some very fine pros- 
eee lists. It is felt that the show, 

th as an opening and as a perma- 
nent feature, is a success. Dealers 
from out in the state and some 
from New Jersey have.been bring- 


Winn. that the dealers had reached 
the highest total on record, 214 now 
operating Chevrolet contracts in the 
forty-three counties of the zone. 
compared with only 128 at the time 


C. P. Fisken, present zone manager. | 


/ who is now vacationing in Wiscon- 


sin. took over the office about two 
and a half years ago. In this eon- 


nection Mr. Winn pointed out that | 
the zone comprised about one-third | 


more territory than at present. the 
opening of the Fort Wayne zone 
last year taking several of the 
northern counties from the Indian- 
apolis branch. 

Dealers were classed by the sales 
executive as follows: seventy-five 
direct. against sixty in 1928: eleven 
class A. against none in 1928. and 


|roqmier and more attractive 


around 65 per cent. of norma) at 
the first of the year, has been in- 
creased until the output now is 
around 85 per cent. 

Ford dealers in this section, with | 
' few exceptions, are not overstocked 
on new cars. Their used car allow- 
ance policy has enabled them to 
keep the used car situation well in 
hand, so at present they have | 
normal stocks of late makes of their 
own lines and others. 


|sorbers with fluid, inspecting steer- 


To the car owner who desires to ing gear, tuning motor (including 


prepare his car for summer driving 
Henschel offered for a limited time 
two servikes at special prices. ‘The 
first, priced at $4 and advertised to 
cost $8 regularly, included Jubrica- 
tion, spraying springs with graph- 
ite, inspecting and refilling bat- 
tery, examining generator, cleaning 
points and adjusting gap in distrib- 
utor, adjusting carburetor, adjust- 


cleaning spark plugs, poirts, check- 
ing time of motor and inspecting for 
|earbon) cleaning gas line and sedi- 
ment bulb, also carburetor, inspect- 
ing ignition, light wiring and bulbs 
and tightening all body ana chassis 
| bolts and nuts. : 
| A feature of Henschel service -is 
|that while neither special included 
|parts, the company furnishes the 


Ford sales in this territory for the | ing all lights, adjusting service and |grease and all missing bolts and 


first six months of the year showed 
a material increase over the same 


| period last year, both in new and 


used cars. Dealers say that is due 
to being able to make prompt de- 
livery and that the 1930 models are 
than 


emergency brakes, adjusting shock 


Dealer remarks indicate Ford is 
going after the truck business a 
little harder than ever in the future. 


{nuts without extra cost. 
| of used cars are lighter than at the 
|'same time a year ago. Some of the 


| Chevrolet dealers actually go out in, 


ing in prospects. Altogether, sales 128 class B, against sixty-eight in i I The branch factory and the deal- 
figures on trucks in the territory 1928. those of 1929. The price reduction | er< eller pee! one es car | the market and buy used cars to 
show considerable improvement At the recent annual contracting | has had no appreciable effect on | sales during the last half of the year | Keep stocks complete. 

/meeting held by the zone at West Sales, it is said. to exceed those of the first half. | The Chevrolet dealers declare the 


over this time last year. 


|new service policy adopted by the 


Some local dealers say they are Baden which, according to Mr. There appears to be no desire ON! Gpevyrolet sales f irst six 
having good results in the sale of | Winn, is the first attempt on the | the part of factory branches to load Ta apr poe bh Mae company is increasing sales and 
specially dressed Ford roadsters,| part of any large manufacturer to | dealers with new cars. The big idea : Re . es ra | probably will result in much better 
everything in the six line in north | # ~ 
|} business for the remainder of the 


contract for an entire year’s busi- 


seems to be to give the dealer what 


of dealers from a 


some being equipped with well se- ; Texas, reports 

lected extra accessories and, in ness at a single meeting, the im- he can sell when he can sell it. A nendned eounties show | year. This policy of regular imspec- 

some cases, special] fenders portance of the associate dealer | close touch is being maintained by In new car eaten in 100 counties in |} tions of cars and regular adjust- 
« oe » ~ ry 

im- 


Sales of Chevrolet cars in the 
rural] areas continue brisk and there 
has been some improvement, ac- 


from the standpoint of 
prestige was particularly stressed 
by zone officials. Charts were drawn 


profit and | 


the factory branch with the dealers. 
The branch and the dealers are 
daily checking up on total sales in 


|north Texas during the first half of 


the year Fords were first and Chev- 
Chevrolet sales were 


|;ments during specific periods 
| presses the buyer with the idea that 
| he can keep his car in tip-top shape 


cording te reports, during the past/to illustrate more clearly the ad-| north Texas, and just what per- |Tolets second. ; role ‘ 

1, week in the metropolitan district vantageous position in which the | centage of those salesare Fords and | — — those a Fed six | ne a on any Chevrolet dealer 
of the territory, though they have| associate placed the direct deale:.| how that compares th other low | in e low-price field. evrole . ; ye 

i |sales showed an increase over the|,.chevrolet dealers are pushing 


not, at this time, reached the same 
proportionate impetus as that, for 


example, in cities in the steel, ce- | 


ment and coal regions. Prospect 


| 


lists in the city and immediate vi- | 


In reference to the parts business 
handled through the local depot 
where Mr. Winn estimated a stock 
of $75,000 is carried, he declared 
shipments had been of increasing 


| priced cars and with the total. 

| Fords lead the new car sales in | 
/north Texas, with the Chevrolet | 
|running second, the Fords being 
around 1,870 higher than the Chev- 


same period for 1929, due to new 
models and close prices. 

The used car business of the 
Chevrolet dealers is on a sound 


truck lines and report sales in this 
division in excess of the same time 
a year ago. 

Practically all Chevrolet dealers 
are enabled to keep service depart- 


rolets. “basis, due to a policy of trade-in al- 

The Ford dealers report an in-|lowances which provides for paying 
crease in truck business as a result | the market price for used cars taken 
the reeent demonstrations.'in sales fer new ones. The stecks 


ments operating full time, due to 
policy of reconditioning used cars 
taken in trades before putting them 
on the market. 


cinity, however, are growing and j|volume since establishment of the 
business in new cars may be char-| warehouse here and that nionthly 
acterized as very good. consignments averaged in the 

Chevrolet commercial cars start neighborhood of $60,000. ) of 
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Meet the Chief Engineers 


T° acquaint its readers with the important, but unsung, members 

of the automotive fraternity—the engineers who design and build 
the nation’s cars—Automotive Daily News is publishing a series of 
brief biographies of the chief engineers of companies producing auto- 
mobiles, automotive equipment, parts and accesseries. These biog- 
raphies will cover the training and experience of leading engineers 
and their outstanding contributions to the progress of our industry. 








PUPLeY B. BULLARD, chief 
of design for the Bullard Company, 
Bridgeport, Conn., maker of lathes, 
automatic turret machinery and 
similar production equipment, has 
been with the concern for forty- 
two years. The company was 


founded by his father, the late E. | 


P. Bullard, in 1880, and the present 
engineering chief started to learn 
his trade before school days were 
over. 

Mr. Bullard’s manner is. un- 
hurried, deliberate. He weighs his 


words carefully and speaks in low, | 
impression | 


distinct tones. The 
given is that of quiet power. His 
eyes are keen, yet kindly, and he 
appears to have a knack of going 
straight to the root of any prob- 


lem that presents itself. During | 
the interview _several employees 
came to Mr. Bullard with prob- 


and each was disposed of 
A member 
in 


lems, 
promotly and concisely. 
of the sales department came 


with the request of a customer for | 


a type of machine which differed 
radically in certain respects from 
the regular Bullard line. The speci- 
fications were given. “Can we do 
it?” “Certainly, we can do it,” was 
the immediate reply, and the em- 
ployee was gone. 

Starting with the company as a 
boy in 1888, Mr. Bullard learned his 
trade in the shop when not at- 
tending Williston Seminary, North- 
ampton, Mass. A broken leg sus- 
tained in football ended his school 


career in 1891 and that same year | 


he entered the engineering depart- 
ment of his father’s concern. He 
was known as “the man on the 
board” in engineering parlance. His 
work had to do with 
chiefly. 

Advancement was rapid, and in 
1899 Dudley Bullard was placed in 
charge of the engineering depart- 
ment. His service in the Bridge- 
port plant was interrupted but once, 
when he went to the Winston Con- 
solidated Dynamo and Motor Com- 
pany at Baltimore in charge ot 


STEWART ADDS 11/>-TON 
MODE! PRICED AT $895 


(Continued from Page 1) 


nickei steel and heat-treated. Tim- 
ken wheel bearings are used. 

The rear axle is of heavy truck 
type construction of the spiral bevel 
gear full floating type. The axle 
housing is a banjo one-piece casi 
housing of exceptional strength. 


The spiral bevel pinion is straddle 
mounted. The differentia] is 
mounted on Timken roller bearings 
The axle shafts are 1'2 inches in 
diameter and are made from nickel 
steel, heat-treated, being carried on 
Timken roller bearings, Standard 
gear ratio is 5.6 tol. A special gear 
ratio of 6.62 to 1 will be furnished 
at extra cost. 
is 6434 inches. 

The Bendix mechanical two-shoe 
type of four-whee] brakes are 14 
inches in diameter by 2 inches in 


width. The braking effort is so dis- | 


tributed the 65 per cent. is on the 
rear brakes and 35 per cent. on the 
front brakes. The four-wheel brakes 
are operated by foot pedal. The 
chassis is also equipped with a 
transmission hand brake. It is of 


the externa] contracting band type, | 


easily adjusted—size 8 inches in di- 
ameter by 2’ inches wide—and is 
provided with an adjustment for 
taking up wear. 

The steering gear is of the Ross 


cam and lever type, providing easy | 


steering under all road conditions. 
Spring suspension consists of four 
semi-elliptic springs. They are made 
of special alloy silico-manganese 
steel] heat treated. The front springs 
are 38'% inches long by 2% inches 
wide. The rear springs are 50 inches 
long by 2'% inches wide, equipped 
with helpers having 6 _ leaves. 
The front spring pins are % 
inch in diameter, while the rear 
spring pins are 1 inch in diameter 
The spring eyes are equipped with 
bronze bushings, 


11 leaves. 

The heavy pressed steel frame has 
side rails 7% inches deep at the 
center section, with 24-inch flanges. 
Thickness of side rails 7-32 inch. 
The radiator is of the pressed steel 
shell type, with klack enamel finish. 
Chromium .plate finish will be fur- 


designing’ 


Tread for dual tires | 


The front springs | 
have 10 leaves, while the rear have | 


] | mechanical design as a representa- | 
mechanical engineer in charge | 


tive of the Bullard Company, then 
known as the Bridgeport Machine 
Too’ Company. The name was later 
changed to Bullard Machine Tool 
/ and recently the “machine tool” was 
dropped from the title. 

Mr. Bullard has played a leading 
part in the evolutior of lathes and 
; turret machinery. Changes have 
been constant, always with the idea 
of speeding production. Frequent re- 
quests of customers for new develop- 
ments have led from one thing to 
another so that the engineer’s prob- 
lem is never ended, Mr. 
says. There is always 
new under the suo. 


Complete revamping of the pres- | 
ent set-up of cemented tungsten | 
carbide tools is one of the develop- | 
which Mr. Bullard foresees | 


ments 
in his line. He looks forward to as 
many changes in the future as there 
have been in the_ past. 
changes in many lines are indicated 
in the next five years, he feels. 
Mr. Bullard 


the A. S. M. E. He has two sons 
and a daughter. One son, Edward 
Cc. Bullard, has now taken the bulk 
{of the engineering work off his 
father’s shoulders and virtually holds 
the chief engineer's title, but “dad” 
is still very much in evidence 
{around the works. Three brothers, 
|E. P. Bullard, Jr., president; S. H. 
| Bullard, 
manager, 


and H. C. Bullard, in 


charge of plant maintenance, are 


also in the concern. 


Mr. Bullard was born in Bristol, | 


Conn. As a boy in his early teens 
he showed a keen interest in things 


mechanical and operated a labora- | 


tory workshop where he built steam 
engines, boats and other things. 
His favorite recreations today are 
fishing, boating and golf. A huge 
Belgian shepherd dog, Choise (Bel- 
gian dialect for “Chosen One’’) is his 
constant companion in off hours 


nished on special order. The core is 
of the cellular type. It is 2% inches 
thick and has a frontal area of 400 
square inches 

The drive shaft is a Spicer 3-inch 
tubular for the standard wheel base 
of 130 inches, with metal covered 
Spicer universal joints. A three 
joint drive shaft is furnished on the 
140 inch and 160 inch wheel bases. 


The wheels are metal, with six 
spokes front and rear, equipped 
with demountable rims. Tires are 


6.50x20 six-ply balloons, duals rear 
The gasoline tank has a capacity of 
15 gallons and is mounted under the 
driver’s seat. Chassis lubrication 
comes by means of standard alemite 
connections placed at al] bearing 
points, a high pressure alemite 
grease gun being furnished as stan- 
dard equipment. 

There are five types of Stewart 
factory built bodies for this model, 
viz.: Metal covered panel body, 


stake, covered express, open express | 


and dump. 


Shaler Adds Bidens 
to Products 


Shaler-Rislone is a new product 
|added to the Shaler line through an 
arrangement just completed with 
Capt. Dalton Risley, Jr., of Philadel- 
phia, the originator of Rislone, for- 
merly known as break-in oil. This 
product has been in use for a num- 
ber of years, and has three primary 
uses, according to the manufactur- 
ers, who claim: (1) The addition of 
two quarts in the crank case of the 
motor permits the new car buyer 
to drive away at normal 
speeds. (2) For cars already in serv- 
ice the use of Shaler-Rislone helps 
to eliminate the gathering of gummy 
substances on the piston rings, valve 
stems, etc. (3) Permits easy start- 
ing when added to the motor oil 
and when added to the transmission 


{in zero weather. 

In the new sixteen-cylinder car 
used by Louis Myers in the last In- 
dianapolis 500-mile Speedway race 
| this racing champion of the last two 
|years used Shaler-Rislone, while 
| Louis Schneider, who finished third, 

also used this product. 


Bullard ; 
something | 


Sweeping | 


is president of the | 
| Bridgeport Engineers’ Club and ac- | 
| tive in work of the local chapter of | 


vice-president and works | 


driving 


lubricant it makes gear shifting easy | 


'Link-Belt Conveyors Speed Washing Operation 
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of the conveyor pits and roof 
washing platform of See & 
Duggan Motors, Ltd., Toronto, 
Canada. The installation of the 
Link-Belt Auto Laundry Con- 
veyor system is clearly presented. 
At the right is shown washing the 
chassis of a car in the same plant 


| ABOVE shows the receiving end 
} 


NEW MACHINE AIDS 
| INLARGE AREA 


| 


| MASKING 


| RECENT invention of the Min- 
d 

nesota Mining and Manutfactur- 
ing Company of St. Paul is a device 
for use in automobile paint shops 
where considerable masking is done. 
This device, called an Aprontaper, 1S 
a simple mechanical machine for at- 
taching a strip of masking tape to 
a desirable width of paper apron. A 
roll of one-inch tape is inserted in 
the machine with a roll of maskjng 
As the paper apron is pulled 


paper | 
from the machine, a_ steel roller 
presses the” edge of the adhesive- 


coated tape to it, joining the two to- 
gether and leaving an extended ad- 
hesive edge. This apron can be al- 
tached to surfaces adjacent to those 
being spray painted, shielding the 
parts that are not to be painted and 
providing sharp demarkation be- 
tween the two. The entire machine 
has but three working parts, is 
| sturdily built and is quickly adjust- 
able for 3, 6, 9 and 12 inch widths 
of masking paper. It greatly facili- 
rtates large area masking. Scotch 
{masking tape, wound on a special 
’ sized core, is made to fit the Apron- 
| taper. 

| 

|REO MOTOR TO OFFER 


| SPECIAL DE LUXE MODEL 


| Lansing, Mich., June 24.—A lin- 
| ited number of De Luxe Master Fly- 
|}ing Clouds will be offered by the 
| Reo Motor Car Company, according 


} 








. 


| Was 


|} to announcement by Elijah G. Pox- | 


son, general sales manager 


| sales manager 


| They will be a special creation of | 


jthe present Model 25 Sedan, with 
| plaited button-down type upholstery 
lof printed broadcloth, and with 
}cushions on full Marshall type 
| springs, padded and stuffed with 
curled hair and china cotton. 

| These models will be done in a 
|}combination of Brazil nut brown, 
| Garrison drab and with striping of 
| chariot red. All of these sedans will 
carry the sport model equipment 


J. S. MADDICKS DIES 
Syracuse, N. Y., June 24 
iS. Maddicks, an engineer with the 
|H. H. Franklin Manufacturing Com- 
|}pany for twenty-seven years, and 
|}a@ department superintendent for 
the past eleven years, died at his 
home here, following a short illness. 
He was 71 years of age, and a na- 
tive of Syracuse. 


|} engines 


| the sales up and permitted a notice- | 


John | 


| Company. When up, the top forms a} European trip of 
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v {is the design of the rumble seat, The 
CANADIAN PLANTS TO CLOSE rear deck lid is in two sections, one 
AND TAKE INVENTORY | folding backward to provide thé 
|seat back, and the other folding 
Mentcent. June 24.~-Meduced ex~| forward to form a protec tive cowl. 
port orders, due to United States Cc 
plants which last year passed over 
some of their export business to | 
their Canadian subsidiaries, han- | 


dling the business this year them- | & 
selves, has resulted in most Cana- i oe Bene a... ean 
dian plants closing down for a fort- | pith’ the ‘Ferro Foundry and Ma- 
night or more, either this month or chinery Company of Cleveland, and 
next. has accepted a position on the en 

This means that employees will gineering staff of the Four-Whee 


REDMAN NOW WITH 
FOUR-WHEEL DRIVE AUTO 
Clintonville, Wis., June 24. 
Charles H. Redman, graduate 0 


. & 





cently 


increase above the 
month. We anticipate from 
present progress of sales a 
greater increase for all of June.” 


have a two weeks holiday at least. ; 
During the time the factories are a on ge a TE 
closed inventories, usually delayed do with the adaptation of existing 
ill December, will be taken 2 paige F a 
u : models to new transportation uses, 
CLIMAX ENGINEERING MAY 
SALES HIGHER THAN APRIL| CAPT. SPARKS CREATES 
Chicago, June 24.—-May business 
of the Climax Engineering Com- | FOUNDATION FOR YOUTH 
pany of Clinton, Ia., and Chicago, | 
,, Substantially above that of/ Jackson, Mich., June 24.—Crea» 
April, according to Walter J. Dukes,| tion of the Sparton Foundation, 4 
; Commenting on May | fund to compensate American youth 
business, Mr. Dukes said: “During | gory services rendered, was ane 
the month of May we might have) nounced at the recent convention 
suffered a mild depression had it of distributors and dealers of thé 
not been for our Blue Streak model | Sparks-Withington Company, mane 
a ok an pane mage ll | ufacturers of theSparton radio, bY 
, ra Capt. William Sparks, president of 
‘ : .| the company. 
able ee Payments are to be made from 
still | the fund to young men and women 
”””|\ for the introduction of prospective 
| radio purchasers to Sparton radio 
1; , INNIINCES NE dealers throughout the United States, 
LINCOLN ANNOUNC ES NEW The payments may be applied, if 
SPORT BODY BY LE BARON | desired, toward scholarship funds of 
Detroit, June 24.—A new Le Baron | $750 per annum for each student, 
convertible roadster has just been| at any college or university of the 
intreduced by the Lincoln Motor | matriculant’s selection, or toward-a 
several months’ 


| weatherproof inclosure of unusually | duration. 


low appearance. When down, it folds 

compactly into a well in the rear | CLASSIFIED ADVERTISEMENTS 
deck, so that it offers no obstruction IN THE AUTOMOTIVE DAILY 
to vision. A feature of this Lincoln NEWS BRING RKESULTS 
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Ford Sales Best in East, Chevrolet in Mid-West 


® 


BOTH SHOW CAINS arranged by geographical aes! ROBERT H. CLARE DIES | Lo sal Corporation of NEW FORD PLANT FOR 
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| NEW ENGLAND AT HOME IN FALCONER, N.Y. kine NY. and “Evel these tec RICHMOND PROMISED 
IN M ANY ST ATES Ma hadett > ea shout fifty years. He was head of a et ee 
SSACAUSCUS 006 +22. me > Jamestown, N. ¥., June 24.—Rob- | foundry company and later lived in| Richmond, Cal., June 24 (UTPS). 
Connecticut ....0. +222 + 14 | ertH Clare died at Falconer, a sub-|Crtland, N. Y. During his later|—Fred Ds Parr, head of the Parr- 
| Rhode Island .... +228 + 7.7 sige years he made his home with his| Richmond Terminals enterprise, re- 
nie oS eee 1 — 3.2 +10.1|urb of this city, last week at the|son, Herbert H. Clare ot Falconer.| cently returned from Detroit, an- 
In No Section, How- New Hampshire .. + 19.8 {-23.7 | age of 88. Mr. Clare was the father The interment took place at Fre-| nounces that the long promised new 
labs te eeeeee » +60.2 — 3.7| of William A. Clare, formerly vice- | donia, N. Y. Ford assembly plant on Richmond Ml 
ever, Do R ecord S | ; ‘ “| 94_ President of the Houde Engineering =o a ;harbor will be built immediately, 
Totals .......... +16.4 y Corporation and now president of COMMERCIAL CREDIT OPENS) With actual construction work start- 
Parallel Each Other EAST Seerwsae i Saat ’ ing in August or September, the 
ee la HEADQU’TERS AT WICHITA) plans calling for a completed plant 
le So: Se + 30.7 —10.0 | Minnesota ........ +17.3 +32.9 abd y June 1 1931 Parr said no change 
EW YORK, June 24.—New car | Pennsylvania ..... +12.4 — 7.5| Wisconsin ........ +24.0 +25.0 , a has been made in the plans fora 
E K, Ju : 'New Jersey ....... +39.0 a Wichita, Kan., June 24. — The| plant that will turn out 400 cars 
registration returns for the |Maryland ...\...: 423.5 FIGS) TOUS icc s0ees + 6.3 —10.6 | Commercial Credit Company has day, or one-third larger than thel 
first four months of the year dis- | West Virginia .... + 3.9 — Se | MIDDLE WEST opened division headquarters in|new plant at Long Beach, where | 
close that while Ford retail sales | Delaware ........ +28.1 dead | ee ae +16.9 +28.2| Wichita. W. H. Poe, Kansas City | arrangements are already under wayj| 
best in the East and New | Oklahoma ........ —273 4 5.9| Western branch manager of the| for enlargements. | 
were bes : DOORS ocisvccces +23.4 — 63 | Nebraska —172 + 1,4| Company, superintended the open-/ Parr adds that the $5,000,000 Rich-j 
ggg ABD geen: Me lB SOUTH Kansas ........... — 90 | — 24| ing of the quarters here. mond plant may be rushed to com-jiM 
year, Chevrolet made its best | South Dakota .).. 4+ 40 + 69| ,The company’s deferred payment) pletion on a schedule of nines! 
Showing in the agricultural states | Texas ............ —21.8 — 5-2! North Dakota |... 35.2 13.9 | Plans cover every sound field of in- months, so that it will be operatinglll 
f the Middle West | Missouri ......... +19.2 + 79 ; ‘ —|Stallment marketing, automobiles | early in the spring of 1931, but that i 
of the Meme : ‘ Virginia sooees + 64 + 93! rotals —110 4. g3| being but one of numerous classifi-| the June 1 date for full operation ist 
In two of seven geographical Tennessee ....... — 5.5 ek. | ee Ogee : “| cations. The company has 455 of-| assured. 
divisions of the United States, Ford Kentucky ........ — 08 — 2.1 ROCKY MOUNTAINS fices located in the principal cities — sade 
set up increases over 1929 “in four, Maren” Cassie * +3 +33 {Colorado ......... —10.3 +14.2 | of the United States. Among its cli-| TURNER BRASS WORKS 
‘" while Chevrolet showed aia 33 —188| sae Bie Serene t4 — 58 —~od-8 | ents are some of the largest auto-|  - APPOINTS R. S. PATTE 
SOTEIB ce cccecece . ‘7 | Montana ......... —30.6 —29.8 | motive companies in the world. 
three. Both showed increased Sales Alabama ..... ooee +445 + 49\Idaho ...... pve ag: cee +526 Earl M. Hager, widely known Sycamore, Ill, June 24.—The Tur) 
in New England and on the Pacific Mississippi ....... — 5.4 + 9.9 | Arizona ....cccosce —216 —15.0| Kansan who has been field repre- Brass Works has appointed i 
Coast, although in each case the Louisiana ........ —13.7 —,2:9 |New Mexico ....., —15.4 — 9.4| sentative in this district, is manager RR geet re and adver 
Ford gain was large, while that of | Arkansas ......... —243 +13.1| Wyoming ..::..5. + 48 + 12) of the office. He has eight assist- woe | yee r. Patten has rej 
Chevrolet was smail. In no section | South Carolina : —26.9 — 96 | Nevada bitdaioeiix =n pet | ants, including two field men. cently _ comp eted an ity. of thal 
of the country did the records of | Dist. of Columbia. +16.2 +14.0 ss di ssa ane trip visiting the majority of thel 
the two cars parallel each other ° ae —123 — 47 BUYS OUT PARTNER wholesale distributors of the Tur- 
closely. "ROUND éscseesars — 69 — 2.2 PACIFIC COAS P ner Brass Works. His appointment 
Both showed losses in the South, L y . Aiken, S. C., June 24.—J. E. Mc-| inaugurates a new direction to the 
but Chevrolet's decline was small, GREAT LAKES California ........ +13.4 + 13/Elrath has purchased the interest|Turner sales and advertising pro- 
while Ford's was substantial, and Michigan ,..... coe + O5 —32.5 | Washington ...... + 24.1 +11.0| of L. B. Jumper in the Jay-Mac/|gram, the details of which will be 
the same situation prevailed in the 'Ohio— bivheesu eoooe — 16 —23.0 | Oregon ....ccccccee —2.2 — 6.2/ Chevrolet Company, which the two given to the Turner sales organiza- 
Rocky Mountain states. Illinois ...... seoee +151 + 6.6 | have operated for a number of|tion at their annual convention 
In six states of the East, Ford ;Indiana .....,.... + 0.8 —16.3 WE: cxabwkoces +13.2 + 19 years. July 1 to 3. 





ained, while Chevrolet lost, while 


Choe an EE I a automo CUMULATIVE NEW PASSENGER CAR 


tive Daily News, the actual regis- 








































































































































































































































































































































































































tration figures for ge tg a — Figures in this table are from R. L. Polk & Co. of Detroit, with the exception of Illinois, which are supplied by the Robinson Advertising 
Saves or fh 4 a ith Pe desiring county, city or town lists, or lists of owners in any given 
ge been given, but in this Some of this data has been published previously, but it is 
ary only ae. percentages of Returns for today: Minnesota, Missouri, New 
Following are the gains and sepees . 
by percentage, of Ford and 2 = ie g 
rolet in the seven geographica first 2 5 e ba 5 8 a 2 2 
visions of the country for the first! states els lat] a E | 3 sie] 8 si13i/ea/elgai¢ 
four months of this year in rela- 2/3 5 B > Fj 3 7) A c a 3 s : 4 a o 2 m |§ 
tia aaaaaen gece e2i#8/ 2/3 ié[sisisli lel gisiFie la] s]2i el 8] § 3 
“ye = rl 
Chev. 
New England ..... +164 + 34 | Arkansas | i! | | 208] @H| 88 |), a | a Ss | 
MG te ake see eews + — Mr} Conn’ticut| 53) 2; = 253} 49} 1130 193} 3; 148; 208,34 | 203| 1874] 32/ | 146] 99 84! 11) 64, «14 
— Lakes... + 63 —10.6 | Delaware 9 | 38) |S 285 28) yg 9 «18 | 14 374) 2| 2 11] 6) i cae 
Middle West ...... —11.0 + 83. Florida 8) | | 87 6| 696 74) 2) 29) 50| 5 | 51) 1184] 7 l 60] 31) 1/ 6. 64 
pw - Tie + is Idaho i; «34 1 455] 22] |, 26, - 52) 23 | 16; 58if 2) | = = 
a oast ...... illinois 134 ] 5] 865] 111[" 4749 655[_—43,__—« 354,582] 92 | 458; 9417; 87, 41[— 324] 253/319) 8} 191; 62 
AE ee eee +o — 3.7 Maryland 6| | | 13710) 1294] 89) ee 27 | 97 1725, 7} #=T 63] 37) lj 20) —«SS 
gent ciphtosn | states and the Dit; | Minnesotal 241 ‘| (205, 7, « 2832] «262; —a]—SsC«iDSCD| Ti’ | 224) 477{ | 8] «152]—S—«] = [ 2, 4 
Chevrolet retail sales in the four| Missouri I ) dl 
months a a | a SA. Montana 3| | 34! 2; 399 37; 1{ 21| 44; 20 | 49, 578) 7 | 15] 28) 13} | 1] 
spondin rh : , = —_ — 7 a = | @ ©) SL, 00 Ee 
the registration statistics disclose. | N. Hamp. Fe ee |) lh me a 
These eighteen states were neon N. Jersey | 114 1} 603; 76, -—« 2182] «4007 6; 155; 278) «10 | 323) 4551) 35) 3] 144] (184) «173; 6) 76, —«27 
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of this year, as compared with the 


corresponding period of last year, *Not in production at that time. {Figures not available. ' 
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Concentrates All Lubrication| 
Efforts on Cars It Handles 


By IRA R. ALEXANDER 
«6 RECAUSE we are distributors, | semi-fluid state rather than the 


Schoene, service manager for E. | the Alemite connections, as well 
\J. Johnson, Inc., Willys-Knight | as special types for use in the 
and Whippet dealer, Denver, | front wheels, water pump, steer- 
| Col. | ing gear and others of the run- 
‘| The chief selling point of this; ming gear. 
irm is to impress on all of its cus- | Greasing equipment in the service 
mers that the skilled mechanics | department includes grease guns of 
f its service department know|many different kinds—high pres- 
re about the inner workings Of|sure, spray guns, differential and 
e Willys products than any one | transmission guns and _ universal 
_plse. Based on a logical premise,|guns. This equipment is designed 
Jnis_ statement is not difficult to|for a particular job on a particular 
yerify. : |car, and is logically more efficient 
It is the aim and purpose of this|/than the equipment which is used 
ny to give real and lasting /on all makes of cars, and is found 
yervice to owners, primarily to those |in the average greasing station. 
who have purchased their cars at| Here is the place wherein the ad- 
jhis dealer’s. Work is accepted on/vantage lies with the dealer, be- 
all cars of the Willys manufacture, | cause he knows how to do the job, 
out is refused on all others. jand, furthermore, knows through 
By this means it is possible for | experience what types of grease and 
the firm to concentrate all of its | oj] are best suited for the purpose. 
fforts on these products and gain | Because the firm can concentrate 
4 decided efficiency. Naturally, the on the cars which it sells, it can 
xompany is equipped to carry out|likewise concentrate on handling 









its individual ways of getting busi | 


ness, but relies mainly on selling 
the new car owner on the idea of 
constant and complete servicing. A 
service department card index sys- 
tem is used, on which records of all 
cars sold are kept, along with a rec- 
ord of all repairs done. 

It is only necessary to use this as 
a means of reference, and send out 


tions some work on them is prob- 
ably needed. The entire service de- 
partment is considered under one 


head, and seldom is the work sepa- | 


rated into specific fields. 

In other words, the regular letters 
concentrate not on a single job, 
but rather on the entire facilities 
and work of the service depart- 
ment. This means of selling is 
deemed best by the management 
because it places the idea of com- 
plete servicing, and brings the own- 
ers in for all their work, rather than 
for any one kind. 

According to Mr. Schoene, this 
means of promotion has worked out 
very satisfactorily both from the 
standpoint of the customer and the 
company. 

ny is a live organization, and has 

nm in business for many years, 
many cars have been sold in Denver 
and hereabouts, therefore, there is 


Inasmuch as the com- | 





adoption of the deferred payment 
plan for both paint jobs and serv- 
ice work, the company says, has 
had a great deal to do with in- 
creased business in these lines 
| Since their adoption. 


But the Lawrence company does 
|not stop here, for its main forte is 
|bringing the customer to the shop 
|through its methods of advertis- 
| ing. 

| “In advertising parts or service,” 
| Says L. Lawrence, presideri, “we. be- 
| lieve the same methods must be ap- 
| plied as when a prospective buyer 
j}enters our new car showroom. 
|There must be something said in 
|either case that will quickly con- 
| vince the prospect that he can safe- 
|ly place his confidence in us. 

“In good advertising matter there 
jis that air of self-confidence born of 
|} honest metho’ that we find in the 
|salesman who ‘just knows’ that his 
| product is so good that anything he 


Auburn Distributor Boosts 
Jobs Through House Organ 


By R. J. DONOVAN 


———— 


we know our own car |Solid type generally used. service letters at regular intervals! GELLING es a ge! Pal Real tay 
thoroughly, and are better | To do a complete job on these | ‘0 all on the mailing list. Custom-| |, P00. "Meter Cae Comenny, |point, as it is sometimes difficult 
equipped to care for its lubrica- | cars, it is mecessary to use five [ers are reminded that they have! gistributor of Auburn and Cord | to enthuse without the use of some- 
tion than any other place in Den- | different kinds of grease, which | had their car for such a period, and, in Newark, N. J. Special prices | what flowery language, and too 
ver,” is the statement of A. C. include certain kinds for use im [that under average rufining condi-| ever certain periods, and the | many fixings often are confusing. 


“With this in mind, we concluded 
that the medium we were to use to 
attract customers must carry our 
own feelings regarding our organi- 
zation and its products to a pree 
determined list of persons in orde? 
to avoid any possible wastage of 
time or expense, rather than ade 
vertising to a greater number ine 
discriminately and having no way 0; 
determining which ones were bein 
reached and with what reaction. 

“The result was our house org: 
The Lawrence Co-operator, whi 
is persistently, if not regular 
mailed to all our Auburn and C 
owners and many others who w 
consider potential customers. Th 
we edit and print ourselves, as w 
feel that we can instill our own 
enthusiasm into it more than an 
outsider could hope to.” : 

In the June issue, just off the 
press, the Lawrence company 
stressed its deferred payment plan 











all necessary repairs of whatever |the types of grease and oil which 


on service work. In the same issue 
nature that may be peculiar to the are best suited for the needs of 


plenty of work just in caring for | might say could not improve it—but | ‘ , 
j it announced its June extra as fole 


the servicing of their own cars. | simp:y explains it. 





problems encountered on their own | those cars. Furthermore, the responsibility of | “It is of utmost importance that | lows: 

tars. | One of the important ideas which| the company to the car owner is' the advertising man be so com- 

|, The greasing and lubrication de-| the firm endeavors to plant in the| Carried out to the fullest degree to | pletely sold on the organization and : ’ 
partment of the company is a good | minds of its customers is the fact | the satisfaction of all concerned. | the product that he is writing about EXTRA! EXTRA! 


éxample of what complete equip- 
ment means. As is common knowl- 
édge, the high-pressure Alemite 
a is in use on the Willys- 

ight and Whippet cars. However, 
it is necessary to use grease in a 


The greasing section has its own! that he just naturally, impulsively 
particular quarters in the service | and explosivey bubbes over with en- 
department of the Johnson head- | thusiasm. 

quarters, and is so arranged that| “Next comes the trick of trans- 
the work can be done without in-' mitting that enthuiasm, through 
terference and efficiently. print, to the prospect, and right 


|that at its service department a 
|complete job of greasing can be 
| had, and, furthermore, that a com- 
plete job is the only kind which will 
' do justice to the car. 

The Johnson agency naturally has 


Your Complete Car Refinished in 
Your Choice of Colors 
Only the Highest Quality of Work- 
manship and Materials Go 
Inte Our Work 
FOR JUNE ONLY, $95.00 
Payable on Lawrence Deferred 
Payment Plan 











REGISTRATION STATISTICS, MAY, 1930 _ 


Service, Springfield, Ill., and New Jersey, which are furnished by the New Jersey Motor List Co., New Car Division, Trenton, N. J. Readers 
section, may obtain these by addressing any of these three companies 
given here complete for the convenience of our subscribers 


Hampshire, North Carolina, Ohio and Oregon 











The concern points out that th 
deferred payment plan makes i 
possible for car owners to obtat 
the work now when it is needed an 
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Station That Serves Best 


‘ Is the One That Sells Most 


By N. I. FARLEY, 
Service Promotion Manager, Chrys- 
ler Corporation. 
HE question is asked, How are 
automobile dealers to go about 
getting a greater percentage of the 
available lubrication service? Ap- 
parently thousands of dealers have 
been looking for some magician to 
wave a wand and point out a way 
to them. Since no mysti¢e has ap- 
peared to point out a way to an 
immediate solution te the problem, 
it appears that automobile dealers 
will have to fall back on the tried 
and proven principles of  every- 
day merchandising. 
Generally speaking. this proposi- 
tion of automobile lubrication 1S 
viewed in three different ways by 
three different types of owners. 
The average owner, not being me- 
chanically nor technically inclined, 
considers lubrication something to 
be« done at the most convenient 
place, in the easiest manner and at 
the lowest price. He cares little or 
nothing about a sales talk explain- 
ing viscosity, flash, fire or cold tests, 
bases or crudes. He wants his car 
“doped, ’ ronto, and he doesn’t 
want to spend any more than he 
absolutely has to, but he expects to 
get courteous and quality service. 
Then there is the super-technical 
individual, who admits that he 
knows all about oils and greases. He 


wants lubrications having all of the| as to whether the work is actually , t ro ua : 
j | convenient quantities, at fair prices. 


requisites which, in his opinion, are 
essential to the well being of his 


car. This individua] might listen to so that the lubrication job can be 


‘a sales talk about the quality of lu- 
bricants and might even forego some 
convenience in order to get what he 
| wants. } 
| get his service at the lowest possible 
price, but quality, to his own stand 
|ard, is paramount, 

We also have the mechanically in- 

clined party, who believes in doing 
| the work himself. He is generally so 
| inclined for economical reasons, and 
| price to him is basic. In this case, 
| of course, quality is desirable if not 
| too expensive. 

With the large number of differ- 
|ent outlets for lubricants and lubri- 
'cation service, the matter of geo- 
| graphical convenience is the most 
|important factor in determining who 
| will get the lubrication service of 
;}the average owner Especially is 
|this true where these lubrication 
| stations are established by nation- 
|ally known, well-financed organiza- 
|tions. Then, too. most of these sta- 
| tions have a visual selling advantage 
'over most automobile dealers. With 
|the car on a rack hoisted to eye level, 
|so that an owner can see what is 
being done, naturally that owner 

becomes interested in the proceed- 
ings. 

In contrast to this, tn the average 

dealer's service 


about the premises while his car is 


| taken to the secrecy of the “shop,” | 


| where Mr. Owner is not permitted to 
trespass. Not only does the waiting 
|time seem consideravie, but Mr. 
Owner also has considerable, doubt 


| done. And, again, if he must dis- 
pense with his car for several hours, 





He, too, generally wants to | 


sanwiched in with the general run 
of work going through the dealer’s 
shop, he considers this unnecessary 
and inconvenient. 


automobile dealers specializing on 
certain makes of cars should be 
more familiar with these cars and 
more acquainted with their lubri- 
— requirements than any one 
else, 


| render supersatisfactory lubricating 
| service. 

|} This thought has not been capi- 
| talized often errough, but has been 
abused too often. The dealer who 
knocks his’ superservice 
competitors on the ground that they 
do not know how to do the right 
kind of lubricating job is not as 
liable to win his point with the 
customer, regardless of the quality 
of his work, as the superservice 
Station who can show his customers 
that they are doing the job. 

Price cutting by dealers is an- 
other serious mistake. There is a 
detinite limit to reduced prices be- 
fore losses mount .svery§ rapidly. 
Price cutting is a practice that has 
no end. It fosters dissatisfaction, 
loss of confidence and contempt. 

Summing up the situation, it 
would seem that if automobile 
dealers generally are to corral any 
large volume of their owners’ lubri- 


/cation service they must first sell a 


reliable brand of lubricants and 
lubrication service. Second, to be 
prepared to do this quickly and effi- 





station thé owner | 
| sits in the waiting room or wanders | 


ciently. Third, be just as_anxious 
to perform this service, and as 
courteous in dealing with lubrica- 
tion customers, as their super- 
service station competitors. Their 
service must be rendered at a fair 
|price in keeping with competition, 
| and not savor of cut rates. Fourth, 
|be prepared to sell all types of 
lubricants of proven quality, in 
'Fifth, although a thorough know- 
ledge of lubricants may be of iittle 


True, it would seem logical that | 


From the standpoint of in- | 
formation and knowledge they cer- | 
tainly should be in a position to| 


station | 


SMITH ADVERTISING HEAD 
OF UNITED MOTORS SERVICE 


Detroit, June 24.—F. A. Oberheu, 
|president and general manager of | 
United Motors| 
Service, announces | 
the appointment 
of H. C. Smith as | 
advertising man- 
ager, with head- | 
quarters at the/! 
main offices here. | 

Smith has had | 
long experience in | 
the automotive 
service field, and 
oF hgs been connect- | 

siete e with United 
| H.C. Smith Motors for several | 
| years. He has 
| served as manager of several United | 
| Motors branches, more recently at 
|San Francisco and Oakland, Cal., | 
|coming to his present position di- 
rect from Oakland. | 


MAY SALES IN NORTH 
CAROLINA TOTAL 3,948 | 
Richmond, Va., June 24 (UTPS).| 
}—New car sales in North Carolina 
{during May totaled 3.948. as com- 
|pared with 5,802 in May, 1929, ac- 
|cording to the Motor Vehicle Bureau 
of the State Department of Revenue. 
|New car sales during the. first five 
|months of 1930 were 19,106, against 
| 32,871, in the like period of last year. 


|interest to many owners, it is re-| 
|quired to deal successfully with 
|some. Sixth, to overcome the geo- 
|graphical handicap of the larger | 
number of superservice stations, a' 
constant contact with owners must 
'be maintained, selling the facilities 
and ability of the service depart- 
|ment, but not knocking the facili- 
| ties or ability of competitors. 

| In the final analysis, “the service 
|station that services best is the 
' service station that sells most.” 





R. J. MOORE WITH BAKELITE 
AS DEVELOPMENT MANAGER 


New York, June 24.—Robert J. 
Moore, for the past six years gen- 
eee CTAal resesrch 
chemist of Pratt 
& Lambert, Inc., 
Buffalo, N. Y., 
has resigned from 
that company, to 
3secome  develop- 
ment manager of 
the varnish resin 
department of 
Bakelite Corpora- 
tion. In his new 
position, Mr. 
F oore will — 
under L. V. Red- 

R. J. Moore man, vice-presi- 
dent in charge of research and 
development, at the Bloomfield di- 
vision, Bloomfield, N. J. He will be 
concerned with the application of 


ithe newly developed Bakelite resins 


in atr-drying varnishes, enamels 
and lacquers. 

Mr. Moore was formerly on the 
teaching staff of Columbia Univer- 
sity, where he took his graduate 
work in chemistry. Later he became 
director of the Fraser laboratories 
in New York city. During the past 
two years, he has been Buffalo 
chairman of the western New York 
section of the American Chemical 
Society. He is a member of the re- 
search committee of the paint and 


‘varnish division of the American 


Chemical Society. Mr. Moore is the 
author of a number of papers on 


| the catalytic and pyrogenic decom- 
| position of oils. 


SNOW & PETRELLI MFG. CO. 
INCREASES CAPITAL STOCK 


New Haven, June 24—Snow & 
Petrelli Manufacturing Company, 


|maker of reverse gears and jacks, 


has increased its capital stock from 
$200,000 to $500,000 of 5,000 common 
shares, par value $100. 





Cumulative New Commercial Car Registration Statistics, May, 1930 


Returns for today: Connecticut, Florida, Idaho, Maryland, Minnesota, Missouri, Montana, New Jersey, North Carolina, Ohio, Oregon, Rhode 
Island and the District 9f Columbia. 
Some of this data has been published previously, but it is given here complete for the convenience of our subscribers 


Figures in this table are from R. L. Polk & Co. of Detroit, with the exception of Illinois, which are supplied by the Robinson Advertising Service, Springfield, Il., and New Jersey, which 


fre furnished by the New Jersey Motor List Co., New Car Division, Trenton, N. J. Readers desiring county, city or town lists, or lists of owners in any given section, may obtain 
Commercial Car Registrations do not include buses. 


these by addressing any of these three companies. 
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Shop Equipment That Saves and ‘Serves 


ae 








Brookins Line Includes 
Practical Service Aids 





bi. 


HE service station operator of 
1930 is as particular about his 
equipment as a dentist is about his 
instruments. This has come about 
because motorists demand not only 
service. bui.speed and accuracy in 
measuring fuel and oil. Service 
station equipment must be so de- 
signed that the operator performs 
his work with the minimum number 
of motions and with the greatest 
ease. Drivers are no longer tolerant 
of oi] spilled on the fender or water 

















sloshed over the hood. because the 
beauty of the modern motor car de- 
mands treatment in keeping. 

The Brookins Manufacturing 
Company. Dayton, O., ever since its 
beginning. has built service station 
equipment for the express purpose 
of enabling the service station to 
meet all these requirements of the 
motoring public. ‘ 

The most recent addition to the 
Brookins line is the unique “Seam- 
less” oil measure. This measure, 
which is a companion to the now 
famous “All-in-One,” is constructed 
with a body made of a single piece 


of heavy metal heavily copper- 
plated. The accurate gauging line 
assures true measurement of oil. 


'The large handle makes the meas- 
jure unusually easy to manipulate. 
iA non-spill pouring top renders it 
jalmost impossible for oil to slop 
lover. The nature of the construc- 






tion of the “Seamless” makes it very 
easy to clean. This is a decided 
advantage during the winter months 
when it can be used for alcohol as 
well as oil. 

The “Seamless’ is made in three 
sizes—one two and four quarts. It 
is also available in three different 
styles. as shown with attached visor 
and flexible metal spout, with rigid 
metal spout. and without visor, but 
with plain non-spill pouring top. 

The Brookins “All-in-One” oil 
measure, with flexible metal spout 
and rigid nozzle, makes it possible 
to reach the most inaccessible 
crankcase quickly and easily. The 
new combination top is of the non- 
spill pouring type, rigidly beaded. A 
valve is provided to regulate the 
flow of oil at all times. It is oper- 
ated by a thumb lever at the top 
of the handle and may be locked 
open if desired. A rigid hook holds 
the spout in upright position when 
not in use. The measure is made 
of heavy. copper-plated metal and 
is to be had in one, two and four- 
quart sizes 

The “All-in-One” principle is also 
embodied in the Brookins Crankcas: 
Filler, which made in six, seven 
eight and ten-quart sizes. Thi: 
measure is also heavily copper- 
plated and equipped with a thumb 
valve control and flexible nozzle 
The “All-in-One” crankcase fille: 
permits the attendant to fill the 
largest crankcase in one trip from 
the oil pump. 

The Brookins Portable Drain 
slides under any car to drain oil 
or water. It is indispensable’ to 
stations without drain pits and a 
convenient “ace in the hole” for 
larger stations when the pit is busy 


is 


Pan 


and cusiomers are impatient. 

It is equipped with skids. and is 
easy to drag or carry. Even when 
full it can be carried without dan- 
ger of the oil slopping over. It is 
convenient to empty, and, like all 
Brookins equipment, very durable. 
It holds about four gallons. 

In addition, the Brookins line of 
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service station equipment includes 
the water can, the emergency 
can, 


fer bottles and the gas canteen, a 


conveniept, flat, one-gallon can, 
with dé€tachable flexible spout. 
which can easily be stored under 


the back seat. It holds gas suffi- 
cient to relieve that most irritating 
of all motoring annoyances—run- 
ning out of gas, with not a filling 
station in sight or near by. 


RETSUL POLISH REDUCES 


| POLISHING EFFORT 


One of the latest steps in the de- 
velopment and maintenance of a 
beautiful finish on a car is a new 
liquid automobile polish made by 
the Minnesota Mining and Manu- 
facturing Company of St. Paul. 
This polish has been developed 
after months of laboratory study 
and scienfific research in the polish 
field. Hundreds of formulae were 
experimented with before what has 
been termed the perfect auto polish 
was discovered. The new beautifier. 
which has been named _ Retsul 
(‘luster” spelled backwards). is a 
combination cleaner and polish. It 
contains no grease and leaves a 
permanent, dry, lustrous finish. 
However, the most extraordinary 
thing about this product is the ease 
with which it is applied. Any one 
can add a beautiful luster to his 
ear’s finish in a remarkably short 
time. By means of Retsul, the speed 
and time required to produce a 
beautiful luster is greatly reduced. 

In addition to the regular pint- 
size cans for sale to individual] car 
owners, Retsul automobile polish is 
also available in gallon cans 
larger amounts for use in polishing 
stations or service departments. 


COLUMBUS-M’KINNON 


ADDS NEW TIRE CHAIN: 


A new tire chain, the Claw 
announced by the Columbus-Mce- 
Kinnon Chain Corporation. 
awanda, N. Y., makers of Dread- 
naught tire chains. The Claw em- 
bodies a revolutionary change 
the construction of the cross links 
which are builé with wedge-like 
edges that bite into the ice under 


[CLAW 


CROSS CHAIN 











pressure of the car. Furthermore 
every Claw crosslink has in it 20 
per cent. more steel than an 
ordinary link, and is electrically 
welded and case-hardened by a 
special process. 

Due to an unusua! construction, 
the Claw cross-chain is kept sharp 


the 
ch 


the behavior of 
stropper ea 


and 
ice, 
time 


England Utilities Offers 
New Battery Charger 


keen by th 
which acts like a 
the claw bites in 


A NEW type of battery filler is 
- being placed on the market by 
the makers, the England Utilities 
Manufacturing Company, Miami 
Fia. One of the unique teatures of 


; the filler is that the one-ygallon bot- 


dispenses 
other 


{tle sets. upright, yet it 
water in the same way as any 
|} battery filler. A hand bulb is first 
; used to start the flow of water, 
after which it operates as a syphon. 
;Other advantages claimed for the 
new filler are that it cannot leak. it 
easily refilled and gives quicker 
service. 


is 
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Air Compressor Adds New 
Grease Rack 


a penne a a me 


Air Compressor and Equipment 
Company, Buffalo, N. Y., has a new 
grease rack which will be ready for 
the garage trade on July 1. 

The level sections are fourteen 
feet long. the inclines ten feet long 
and the height is twenty-six inches. 
The path between the tracks is un- 
obstructed, and with the _ proper 
bracing of the leg frames and the 
use of heavy three-inch hardwood 
planks, it is a very rigid structure 
which will accommodate the heavi- 
est cars. Each track space is four- 
teen inches inside guard rails. 


Working boards the full length of | 





a 
- a 


the level sections are provided, and 


| provision is made for the addition 
of extra planks inside the tracks 
for those who may want to jack a 
car up while on the rack for the re- 
moval of wheels or front or rear 
end assembly. 

The rack weighs about 1,000 
pounds, and the price to the ga- 
rage is $100. 


The same type rack is offered in 
all-steel construction at the same 
price. 

In addition to these grease racks 
a portable shop crane and a por- 
table shop hoist will be announced 
next month. 


—— 


Hilliard Oil Reclaimer 

















Deveioped by the research labora- 
tories of the General Electric Com- 
pany and manufactured under li- 
cense by the Hilliard Corporation, 
Elmira, N. Y. Several hundred in- 
stailations are now operating daily 
in the service of fleet owners of 
all kinds, bus operators, truck and 
taxicab fleet owners, railroads op- 
erating gas-electric rail cars, air- 
plane operating companies, etc. 

The Hilliard reclaimer is an au- 
tomatic machine operating by elec- 
tricity. The process is made up of 
twe stages which follow one an- 
other in the same machine without 
outside interference or control. The 
first stage clarification includes 
the removal not only of solid im- 
purities, sucn as carbon, road dirt 
and metal particles, but also dis- 
solved products of service, such as 
asphalt or tar Acids are neu- 
tralized and removed 

This is accomplished 
of certain inexpensive chemicals 
which are automatically mixed with 
the oil as it flows into the machine. 
These form a very rapidly settling 
sludge which carries all impurities 
into an underflowing current of 
water, by means of which they are 
continually carried away. 

In the second st age - rectification 

the oil flows over heated surfaces, 


by the use 


where diluents are removed and vis- | 


lubricating effectiveness is 
No still is used, and accord- 


cosity or 
restored 














inigiv cnly a comparatively low tem- 
perature is required. The oi] is then 
delivered into a storage tank and is 
ready for re-use. 

From twenty to thirty minutes a 
day is all tne attention that is re- 
quired. This results in a cost of rec- 
lamation so low that a machine op- 
erating continuously will pay for ite 
self in about six months under aver- 


age costs of new oil and power, and 
gives a uniform quality of product, 
Since this does not depend upon 
care or skill of an operator 

The machine is at present manu- 
factured in three sizes, having 
twenty-four-hour capacities of &, 


20 and 50 gallons respectively 
ITALIAN DUCO OFFICIAL 
VISITS AMERICAN PLANT 
New York, June 24-—Gicvanni An- 
tonio Ruggeri, duector of the Italian 
Duco Company, which is allied with 
the Montecatini chemical group of 
Itaiy, has just returned to thai 
country after a visit to this country, 
where he has conferred with offi- 
ciais of E. I. du Pont de Nemours 
& Co. He reports an increasing sale 
of Duco in Italy. “This American 
product,” said Mr. Ruggeri, “has 
awakened great interest in my 
country. It is used not only for the 
finishing of automobiles but is also 
used increasingly for electrical and 
sanilary apparatus.” 
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“Factories Are [JULY 19] 


Factory 


Always Buying | “unc. 




































tA like food toa man. He’s just got to have 

it. Whether they buy a lot or a little, they 
nal won’t buy materials, machines and supplies— 
unless they are familiar with them and kept 
reminded of them. 









Mase them more familiar with yours. Tell 

your sales story to all important automo- 
tive manufacturers in the special Factory Issue, 
July 19. 
















oat issue will be read by engineers, pro- 

duction men, shop superintendents, pur- 
chasing agents, and others who have any influ- 
ence or power in the purchase of all things a 


plant needs. PENETRATE 
FACTORIES 
THIS WAY 


UR regular issues are read thoroughly, 
as indicated by the letters below. Im- 
agine the genuine interest factory men will 
take in the important news and features that 
will appear in the July 19th issue. 





“Automotive Daily News is passed around 
to all the Department Heads here at the fac- 
tory. ..."—From The Stewart Motor Corp., 
Buffalo, N. Y. 









“In the case of the Automotive Daily 
News, because of its being a daily publica- 
No Rate Increase - tion moving rather swiftly, we have found it 
advisable to have two company subscriptions 
to your publication. These two company sub- 
scriptions are routed to approximately thirty 


2500 Extra Distribution men. .. ."—From The Olds Motor Works, 


Lansing, Mich. 
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